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Pregresstve 
B but Conservative 


“Be not the first by whom the 
new is tried, 


Nor yet the last to cast the old 
aside.” 

Alexander Pope probably did 
not have the Peoria Life in mind 
when he wrote the above lines, 
as his death preceded its organ- 
ization by 164 years. There is, 
however, a very instructive par- 
allel between this sentiment and 
the policy by which the Peoria 
Life has been guided along pro- 
gressive but conservative lines. 

It has never been the policy of 
the Peoria Life to embrace every 
passing fad or frill in life insur- 
ance. Its aim has been rather to 
weigh and test each new idea, and 
to adopt only those which proved 
their soundness and permanent 
value—and, once adopted, to de- 
velop them to the limit of their 
usefulness. 





Peoria Life 


Insurance Company 


Peoria, [llinois 


Peoria Life monthly income 
policies, for example, are model 
contracts based on the _ instal- 
ment settlement plan Peoria 
Life double indemnity and in- 
come disability benefits are far 
more liberal than the average 
Peoria Life endowments at ages 
60 and 65 guarantee a cash re- 
turn on maturity greatly exceed- 
ing the face amount of the policy. 


The Peoria Life substandard 
department is so completely or 
ganized that a policy is delivered 
on every application. And now 
the advantages of non-medical 
examinations are available to 
Peoria Life agents on unusually 
broad terms 


Agents of the Peoria Life tes- 
tify to the thoroughness ot 
Peoria Life Service, based on this 
“progressive but conservative” 
policy. It has made it possible 
for our Agency Force to bring 
our business in force to the re- 
markable figure of $116,000,000 in 
only eighteen years. 
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Ever Have a Prospect Turn Cold? 


You have convinced him of the necessity for life 
insurance protection—he has passed the physical ex- 
amination and when you deliver the policy he re- 
fuses to accept it! Time and effort are wasted and 
to your loss is added the loss by the man’s depend- 
ents of needed protection. 


Rapid delivery of policies minimizes such rejec- 
tions. The Home Office activities of the Interna- 
tional Life center around service to the agent. A 
concentrated effort is made to make a rapid delivery 
of policies. This is only one of the many valuable 
Home Office services which makes representation 
in the International Life attractive. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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Of Course Size is a Factor! : 
SHO 
A man entering the field of Life Insurance selling naturally - 
takes into account the size of the company he is contemplat- 
ing affiliating with. th 
It would be a foolhardy man, indeed, who gave no considera- citi 
tion to size as a factor in the selection of a company to mati 
represent. a 
and 
The ideal Life Insurance come 
institution is neither too ny 
large nor too small. By com 
that we mean that the Ord 
ideal company should be pt 
large enough for security, Ww 
capacity and ability to he | 
| write many forms, and 300. 
\ - . this | 
i small enough to maintain sent 
| personal contact and in- sa 
| terest in the agent. a 
the 
i of 
‘ We believe that the Peoples _ 
ve | i eae Life is such a company— 000. 
A \e let us tell you why—address has 
E. J. Cotter cr 
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Peoples Life Building . : —— 
130 N. Wells St., Chicago Home Office, Chicago, Illinois 
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COMPANIES LISTED BY 
INSURANCE IN FORCE 


Total Is $77,933,989,160 in 260 Old 
Line Companies in United 
States 


SHOWS CHANGES IN RANK 


Figures Taken from Little Gem Life 
Chart Show Interesting Compar- 
ison of Companies’ Size 


The 260 
companies arranged in the order of their 
insurance force as of Dec. 31, 1925. 
These figures are taken from the 1926 
edition of the Little Gem Life Chart just 
with some 
The list 

companies 
the Sun, Canada, 
Manufacturers, North American, Crown 
and National, the latter having 


commenced their business in this coun- 
try in 1925. There are 14 companies in 
the $1,000,000,000 class. 


accompanying table shows 


supplementary infor- 
the 
operating this 


Great West, 


issued, 


mation. includes seven 
Canadian 


country, 


in 


two 


Amount of Insurance in Force 


The insurance in force of 260 old line 


| BIG PRUDENTIAL RALLY | LITTLE LOADING FOUND 


companies operating in the United 
States as of Dec. 31, 1925, is as follows: 
NL toe cree ce aad $61,958,961,433 
Bere rere ee 11,600,043,438 
SE otis Digg Mie. a atec are vaid 6,76,506,580 

| ee pee. $77, 933,989,160 

With but three or four companies 
missing, whose total would not affect | 
the aggregate materially, the figures of 
the 260 life insurance companies as of 
Dec. 31, 1925, show an increase of $10,- | 


$00,000,000 in the amount of insurance 
in force by the companies operating in 
this country. While these totals repre- 
sent some business in force in Canada 
as well as other foreign countries they 
are accurate otherwise. 


Does Not Include Fraternals 


They do not represent the total insur- 
ance in force in this country because 
the assessment life and fraternal associa- 
tions are not included. With the figures 
of these organizations added there is 
approximately $90,000,000,000 of insur- 
ance carried by the people of the United 
States. If there are 120,000,000 men, 
women and children holding $90,000,- 
000,000 worth of insurance policies a 
quick estimate will show that each 
las on the average a $750 policy. It is, 
therefore, safe to say that the American 
people have on the average set aside 
enough money to provide a fairly de- 
cent funeral for each and every one. 
Some will require a bigger and better 
tuneral and others will be satisfied with 
@Ss 


Amount of Premiums 


lf the average premium on the entire 
insurance in force is $25 per $1,000, 
which would make the total annual pre- 
mium income about $2,250,000,000, it 
evident that the limit of possible insur- 





one | 


is | 


} ance 
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MEETING AT HOME OFFICE | 


Over 500 Representatives Wiil Gather | 


in Newark for a Four-Day 
Conference 


N. J., April 8.—A four- 
day conference, to be attended by more 
than 550 representatives from various 
sections of the United States and Can- 
ada, will mark the 1926 business meet- 
ing of the Prudential, to open at the 
company’s home offices in this city on 

April 13. : 
Among those who will attend, many 
of whom already have started for New- 
ark from the more distant points, are 
about 3860 district superintendents, 55 
managers of ordinary agencies and about 
135 mortgage loan correspondents, the 
latter being representatives of the Pru- 
mortgages 


NEWARK, 


dential in its investments in 
throughout 42 states and some parts of 
the Dominion. 


Meeting Opens April 13 


The conference will be opened on the 
morning of Tuesday, April 13, with a 
general meeting, at which those at- 
tending will be addressed by President 
Edward D. Duffield, and his associate 
executives. On Wednesday the visitors 
will meet with the executives of their 
respective departments. Thursday will 
be devoted to similar gatherings with a 
general meeting in the afternoon and on 
Thursday evening the annual banquet 
will be held at the Waldorf-Astoria, 
New York. 

Many Important Speakers 


Speakers at the banquet will be Gov- 
ernor A. Harry Moore of New Jersey; 
Sir Henry W. Thornton, K. B. E., 
chairman of the boards of directors and 
president, Canadian National Railways: 
Dr. John Martin Thomas, president of 
Rutgers University, and Judge Harold 
B. Wells of Bordentown, N. J. Presi- 
dent Duffield will be the toastmaster. 
The conference will close on Friday, 
April 16, with a general meeting of the 
delegates at the home offices in this city. 





has by no means been reached. 
Che latest press dispatch shows that we 
are spending approximately from $10,- 


000,000,000 to $14,000,000,000 on automo- | 


biles every year. It would be interest- 
ing to know just how much money the 
American public is spending on luxur- 
ies, buying on the installment plan and 
compare it with what they are putting 
aside for the future either in life insur- 
ance or otherwise. 

The Travelers phenomenal growth 
has brought it from seventh to the fifth 
company, although close to 
000 of its total is group insurance 
group business alone increased over last 
year slightly in excess of $200,000,000, 
while the total insurance in force in- 
creased over $400,000,000. 


Changes in Rank 


Of the total insurance in force of $77,- 
933,989,160, the first 26 companies on 
this list had $63,708,2 79. It no- 
ticeable that a poreinbemnte "with a large or- 
ganization piles up business very fast. 
The Aetna went from ninth to eighth, 


1s 


| Western & Southern from 26th to 25th, 


| dividends paid and the surplus accumu- 





$4,000,000,- | 
Its | 





| expenses. 


RATES ARE ALMOST AT NET 


Life of Washington, 
D. C., Announces Reduction in 


Acacia Mutual 
Premiums to Low Level 


WASHINGTON, D. C., April 8— 
The Acacia Mutual Life of this city 
has reduced its premiums in most cases 
to the minimum permitted by law. 
This company has had some interesting 
history. It writes insurance only for 
members of the Masonic fraternity. On 
Dec. 31, 1920, it had assets $3,048,142; 
insurance in force, $71,097,545, and sur- 
plus, $80,986. Since then it has paid 
$2,705,966 in death claims and $1,171,382 
in dividends. It has increased its divi- 
dend schedule three times. It has 
changed from a fraternal to an old line 
company. On Dec. 31, it had assets of 
about $16,000,000, insurance in force of 
$200,000,000 and surplus of more than 
$1,250,000. During the five years the 


lated for future dividends amounted to 
approximately $250,000 more than the 
death claims paid. 


Changes to Old Line Basis 


In 1902, Congress amended the char- 
ter requiring it to maintain the legal 
reserve. At that time the maintenance 
of a legal reserve by a fraternal was 
unheard of. When the charter was 
amended so that its plan was changed 
from a fraternal to an old line company, 
it was able to do so without changing its 
premium rates, reserves, options or any- 
thing else. Every policy had been on a 
legal reserve basis theretofore. The 
Acacia Mutual has been charging the4 
same premium as it did when it was a 
fraternal. 


Charges Almost Net Premium 


President William Montgomery calls 
attention to the fact that the laws in 
most states establish a minimum pre- 
mium based on the American table with 
3% percent interest. He claims that 
this does not accurately represent the 
present day mortality experience of the 
country. Mr. Montgomery points out 
that the law leaves to the judgment of 


each company the amount that it shall 
add to the minimum premium for ex- 
penses. He states that the experience 
of the company has demonstrated that 
its business can be safely conducted 
with practically no addition to the net 
premium. In other words he finds that 


the saving on mortality in gains and in- 
terest are more than enough to pay the 
Therefore the directors have 
decided that it will reduce its premiums 


in most cases to the minimum permit- 
ted by law. 
the Reliance Life 32nd to 30th and the 


Manufacturers of Canada from the 33rd 
to 31st. 

The ranking of the year previous is 
given for the first 100 companies. The 
ranking, of course, has no bearing other 
than showing companies in the order of 
their insurance force. Wherever a large 
amount of a company’s business is either 
industrial or group, the amount has been 
noted, though it is included in the total 





(CONTINUED ON PAGE 8) 


SMALLER COMPANIES 
HAD A FINE GROWTH 


Have Made a Splendid Showing in 
Development Work During 
Last 10 Years 


SHOULD BE ENCOURAGED 


Damaging Statements Have Been Made 
by Best’s “News” and the “Life 
Insurance Courant” 





that have 
“Life In- 


of 
Flitcraft’s 
and Best’s “Life In- 
News” regarding the smaller 
life companies is shown by a compila- 
tion of the insurance in force 10 years 
ago and now of all but the larger com- 


panies which were in business 10 years 
ago. More life insurance is being writ- 
ten now and the prospects for new busi- 
ness are better than they were 10 years 
ago. If the “Courant” article here 
quoted had been written 10 years ago 
instead of now and its theories applied 
they would have eliminated many of the 
companies which are now recognized as 
stable, growing: ‘and successful institu- 
tions. To say that all the small com- 
panies should be put out of business in 
the face of the splendid record of growth 
that has been made by practically all of 
them, is to negative every sound prin- 
ciple of business. When the smaller 
companies can no longer show growth 
natural processes can be depended upon 
to eliminate those that are unworthy. 
To say that the 150 weakest and small- 
est companies of the country should be 
put out of business a statement so 
absurd that it needs no contradiction. 
An article in the “Life Insurance Cour- 
ant” says: 


unfairness articles 


in 


The 
been appearing 
surance Courant” 


surance 


is 


Quotation from the “Cottrant” 


“There are some 300 or more life 
companies. When you get past the first 
half of them or so, what have the last 
half to offer that the first half can’t 
give in a better way and at a better 
price? Of what real, tangible benefit to 
the life insurance business are a lot of 
weak, little life companies that can’t pro- 
duce a half million a month of new life 
insurance business and can’t conserve 
one-half of the little business that they 
pick up each year, most of which 
lapsed the next year? The business 
would be better off if they didn’t exist, 
and if their agents, the most of whom 
they can hold only by paying them high 
commissions, were working for better 
companies in which they wouldn't need 
such high commissions to make a good 
living.” 

The following compilation shows the 
insurance in force 10 years ago and Jan. 
1 of this year of all but the larger com- 
panies which were in business 10 years 


18 


ago; there is scarcely a single company 
that has not shown a splendid growth: 
Jan. 1 Jan, 1 
1916 1926 
Alabama Natl $ 4,698,574 $ 12,923,198 
Amer. Bankers, Ill. 9,095,521 $2,310,995 
American Central. 37,294,630 185,370,153 
(CONTINUED ON NEXT PAGE) 





THE NATIONAL 


UNDERWRITER . 


April 9, 1996 








4 
(CONT'D FROM PRECEDING PAGE) 
Jan. 1 Jan. 1 
1916 1926 
Amer. Life, Mich.. 12,185,019 75,809,525 
‘Amer. Nati., Mo... 4,030,153 _165,411,6 
Amer. Natl. Te 1,480,493 302,277,296 
Amicable Life, Tex. 13,427,796 428, 
Atlantic Life...... ,698,898 127,023,484 
Baltimore Life.... 23,645,407 316, 
Bankers Life, Neb. 52,206,593 110,267,742 
Bankers Res., Neb. 33,987,661 101,533,637 
Bank Sav. L., Kan. 7,246,592 276, 
Beneficl. Life, Utah 16,577,044 37,023,591 
Boston Mutual.... 20,158,896 46,724,637 
California State... 15,349,747 65,313,886 
Capitol, Colo...... 18,088,122 69,037,822 
Carolina Life, 8S. C. 3,820,264 20,079,419 
Central Life, Ia.... 41,715,829 155,482,575 
Central Life, Ill... 14,190,623 1,295,067 
Central Life, Kan. 4,060,020 4,486,846 
Central States, Mo. 10,059,745 69,134,520 
Cleveland Life.... 10,938,547 37,259,193 
Colonial Life, N. J. 33,347,685 83,240,401 
Columbia Life, Neb. 800,130 2,830,607 
Columbia Life, O.. 9,163,193 18,997,320 
Columbus Mutual.. 6,679,800 80,435,382 
Conservative, Ind.. 1,687,108 ,104,500 
Conserv., W. Va... 8,930,808 33,833,587 
Continental Assur. 2,507,457 66,399,683 
Continental L., Del. 14,996,097 ,165,6 
Cotton States Life. 1,062,730 22,893,839 
Detroit Life....... 7,199,218 4,332,369 
Equit. Life, D. C.. 8,844,547 42,655,120 
Farmers & Bank.. 11,201,984 38,633,225 
Farm. & Tr., N. Y. ,034,00 20,859,021 
Farmers Life, Colo. 2,548,583 14,814,823 
Farmers Natl., Ill.. 3,026,750 34,699,013 
Federal Life....... 21,602,007 57,194,3 
Federal Un., Ohio.. 104,050 22,874,378 
Franklin Life..... 50,281,615 175,489,299 
Gem City Life.... 1,551,527 16,822, 
Geo. Washington.. 8,976,551 24,605,986 
Girard Life........ 6,793,481 30,864,090 
Grange L. A., Mich. 1,349,227 20,173,221 
Great Rep. L., Cal. 8,643,148 31,736,187 
Gr. Southn. L., Tex. 35,472,934 146,056,525 
Guaranty Life, Ia. 6,684,876 34,301,554 
Home Life, Pa..... 16,049,381 72,865,601 
Idaho State ....... 8,011,150 31,503,110 
Illinois Life....... 76,482,300 167,134,020 
Independ. L., Tenn. 3,674,708 592, 
Indianapolis Life.. 10,070,921 53,305,644 
Inter-Mountain L. 6,381,502 20,089,172 
Jefferson Standard 45,520,870 240,030,873 
LaFayette L., Ind.. 10,035,3 22,207,996 
Lamar Life, Miss.. 6,018,550 47,001,719 
Lincoln Natl. Life 25,084,432 404,061,193 
Lincoln Resv. Life 1,155,750 ,774,386 
Louisiana State.... 2,823,500 14,326,618 
Merchants Life.... 58,344,770 80,161,189 
Mid-Continent Life 2,818,896 4,512,895 
Midland Life, Mo.. 7,649,615 30,475,639 
Midland Mut., Ohio 17,426,540 74,476,527 
Midwest, Neb...... 7,618,485 22,123,238 
Minnesota Mutual. 28,198,949 121,845,655 
Montana Life..... 11,478,869 42,929, 
Mutual Trust...... 22,118,975 110,047,519 
Nat. Guard. L., Wis. 5,369,674 31,238,791 
New World Life.. 4,572,495 37,235,311 
No. Amer. Life, Ill. 28,803,613 69,134,567 
Northern L., Wash. 10,639,196 ,596,2 
North’n States, Ind. 2,257,955 29,648,650 
Northwestern Natl. 35,171,968 212,399,698 
Occidental L., Cal.. 11,438,357 102,062,867 
Occident] L., N. M. 8,043,528 22,117,406 
Ohio National Life 7,803,645 60,079,280 
Ohio State Life... 8,900,159 54,440,666 
Old Colony L., Ill. 7,565,139 31,670,908 
Old Line Life, Wis. 7,649,000  65,914,7 
Oregon Life....... 9,093,456 40,329,634 
Pan-American Life 17,267,679 144,276,609 
Peoples Life, Tll.. 7,033,322 10,790,9 
People’s Life, Ind.. 7,550,731 40,500,940 
Peoria Life, Ill.... 14,745,920 112,046,432 
Philadelphia Life.. 25,463,641 ,191,8 
Pilot Life......... 14,850,431 72,129,497 
Prairie Life, Neb... 2,608,500 6,487, 
Protective L., Ala. 5,495,093 27,298,166 
Public Saves. Life 14,523,090 +737,003 
Puritan Life, R. I. 2,522,573 6,837,062 
Register Life, lowa 11,989,082 33,080,725 
Reliance Life...... 58,593,74 322,818,395 
Reserve Loan..... 26,170,858 67,472,792 
Rockford Life, Ill. 2,844,077 18,249,759 
Royal Union Life. 39,407,150 148,281,905 
St. Joseph L., Mo.. 2,072,590 12,287,388 
St. Louis Mut., Mo. 4,787,491 9,781,011 
San Jacinto L., Tex. 1,213,138 17,771,415 
Scranton Life, Pa.. 16,183,004 37,397,773 
Security Life, Ill.. 17,014,162 51,304,483 
Security Mut., Neb. 7,996,630 21,021,402 
Southeastn. L., S.C. 8,082,290 29,063,155 
Southn, States Life 17,184,48 60,752,146 
Southn. Un. L., Tex. 4,705,238 43,560,654 
Southland Life.... 24,635,061 100,077,572 
Southwestern Life 30,249,363 182,964,019 
Texas Life........ 8,019,018 30,762,2 
Toledo Tr. Life, O. 1,473,361 2,806,534 
Two Repub. L., Tex. 4,126,627 12,819,606 
United L. & Acci.. 1,489,500 44,768,907 
Volunteer State... 23,428,688 84,535,484 
West Coast Life... 32,108,416 8,760,346 
Western Res., Ind. 2,515,541 5,688,182 
Westn., States, Cal. 18,039,131 108,002,828 
Western Un., Wash 22,529,049 70,175,922 
Wisconsin Life.... 2,700,369 14,213,382 
Wisconsin Natl.... 6,802,781 30,753,001 


Companies Under 10 Years Old 


The following are companies organ- 
ized since 1916, with amounts of insur- 
ance in force Jan. 1 of this year, together 
with date of organization: 

AMine, Clein BOEB c's 6s 6.04 604s v8 $19,051,191 
Bankers Natl., Colo., 1922.. 5,729,975 
Business Men’s, Mo., 1920.. . 26,119,075 
Chicago National, 1919........: 17,278,358 









Conservative, Iowa, 1919...... 1,611, 

Federal Reserve, Kan., 1920.. 22,874,378 
Hawkeye, Iowa, 1920.......... ,100,5 

Knights Life, Pa., 1917........ 28,442,508 
Laberty, Tl., 2918..occcccceces »279,992 
Liberty, Kans., 1919........... 20,701,130 
Lincoln Liberty, 1919......... 14,145,822 
Manhattan Mutual, 1918....... 6,122,674 
Massachusetts Prot., 1924...... 8,864,2 

Mountain States, 1920......... 715,458 
Mutual of Illinois, 1916........ 22,407,089 
National Fidelity, 1926........ 20,391,371 
National Reserve, Kan., 1920.. 13,744,084 


DUMONT GIVES VIEWS 


HAS NOT TAKEN ANY SIDE 





Nebraska Commissioner Declares He 
Has Not Taken Up Issue as to 
Classification of Companies 





LINCOLN, NEB., Apr. 7.—Insurance 
Commissioner John R. Dumont of this 
state objects to recent publications 
which evidently emanated from Omaha, 
purporting to express his views on the 
subject of advertising and boosting Ne- 
braska insurance companies. Commis- 
sioner Dumont feels that the published 
reports in which his views were sup- 
posed to be expressed may leave the 
impression that he has been drawn into 
a sectional fight, and has been unfair 
to take sides in such a controversy. 
He says that this is untrue and un- 
founded. Commissioner Dumont says: 

“In the first place, to date I have not 
been asked by the industrial committee 
of the Omaha Chamber of Commerce to 
discuss any subject. It has been inti- 
mated to me that I would be asked to 
appear before this committee at some 
time in the future but no subject has 
been suggested to me.” 


Statement Was Made 


Recently, I made the statement to the 
party that suggested this, as follows: 

“The laws of Nebraska protect life 
insurance policyholders as do the laws 
of other states by requiring standard 
reserves. It is my understanding that 
during the last 40 years, there has never 
been a life insurance repudiated. Insur- 
ance companies are as important to any 
state or community as any other indus- 
try but the -public at large, knows little 
about the vastness of this great institu- 
tion. I believe that practically every 
company whether organized in Nebraska 
or elsewhere, is originally organized on 
the basis of being a home institution and 
a large amount of its business is pro- 
cured solely on this basis. Therefore, 
the officers of such a company have a 
trust and responsibility to their policy- 
holders to keep such a company as a 
home institution and not sell it to out- 
siders. 

“I believe that every insurance de- 
partment has a closer contact with its 
home companies and naturally is pleased 
to see these institutions develop, so long 
fs they do so in a proper and conserva- 
tive manner. Every department is na- 
turally ready and willing to assist any 
home institution in its proper develop- 
ment but I do not believe that any com- 
missioner should lower himself by en- 
tering into any sectional controversy.” 


Continental Has Good Month 


The Continental Assurance of Chi- 
cago in March produced in new business 
$3,540,000. This was the first month 
that the company had gone beyond the 
$3,500,000 mark. Its greatest month 
previous to that time, was in December 
when it wrote $3,170,000. The Con- 
tinental Assurance on April 1 had $73,- 
250,000 in force. The company is mov- 
ing along in splendid shape and expects 
during this year to touch the $4,000,000 
mark in new business some month. 








National Savings, 1921........ 10,152,963 
Northwestern, Neb., 1919....... 9,687,131 
Northwestern Union, 1923..... 1,059,396 
i iG +4 «5 od neadne se oe 16,338,328 


Provident L. & A., Tenn., 1917. 24,784,962 


Reinsurance Life, Ia., 1918.... 47,642,005 
eC, Ms cncknhee - enhewie 
Security Life & Tr., 1920...... 21,278,406 
Union Life, Ark., 1920......... ,651, 

Union Fidelity, Tex., 1920..::: 20,131,245 
WHOeeey Beem Beiece-casccceeees 11,815,910 


While no companies from either of 
the above showings have been omitted 
because of poor showing, where the data 
was not conveniently at hand, the effort 
was not made to include every company. 
The showing is sufficiently complete, 
however, to show that most of the 


young companies are growing rapidly 
and are in a healthy condition. 








TRUSTS FOR PREMIUMS 


COURT HOLDS ACTION VALID 





Creation of Fund for Payments on Pol- 
icies Is Within Law and Not a 
Prohibited “Accumulation” 





In a decision recently handed down 
in New York, it was held that nothing 
in the statutes prohibiting accumula- 
tions can be construed to invalidate the 
creation by testators of trusts, the in- 
comes from which are to be used to 
pay the annual premiums of insurance 
policies issued on the lives of heirs dur- 
ing the life of the testator. Otto Hart- 
man had taken out a policy on the life 
of Herbert B. King for the benefit of 
his wife, Ruth H. King, the daughter 
of the deceased Hartman. The pre- 
miums were paid by Hartman during 
his lifetime and in his will he had in- 
structed the executor to set aside a fund 
sufficient to provide an income for the 
payment of the premium. Also after 
the maturity of the policy the income 
from the fund was to go to a sister of 
the deceased. The validity of this pro- 
vision was questioned and Judge O’Brien 
handed down the following opinion 
which hinged on the word “accumula- 
tion”: 

Text of Opinion 


“If the use of income in the manner 
directed in said paragraph of the testa- 
tor’s will be an ‘accumulation,’ then said 
provision in this paragraph is void, for 
the use prescribed does not come within 
the exceptions mentioned in these 
statutes,” the decision said. “An analy- 
sis of these definitions discloses two 
especial criteria for determining whether 
a given use of rent, income or interest 
be an ‘accumulation,’ viz: (1) The with- 
holding, preventing or prohibition of 
the present enjoyment or present ex- 
pending of such rent, income or inter- 
est, and (2) the adding of such rent, in- 
come, or interest so gathered together 
over a period of time to the principal 
of a fund or the capital * * * we 
come now to the query: ‘Does the spend- 
ing of the income of a fund upon pre- 
miums due upon an insurance policy 
taken out during the lifetime of a tes- 
tator by him upon the life of his son- 
in-law for the benefit of his daughter 
come within this definition?’ 


Is “Active” Income 


“First, is there an inhibition against 
the present spending or enjoyment of 
the income? The answer necessarily is 
‘No.’ The income is not hoarded but ex- 
pended, not idle but active, presumably 
very active; not isolated, to be brought 
back .later to enhance the fund, but re- 
leased and passed out of the fund for- 
ever. The income is not, indeed, re- 
stricted nor secluded in such a manner 
that no living persons derive a benefit 
from it, but, on the other hand, it is 
put in circulation and applied to uses 
that invariably produce a social bene- 
fit. . . . 

“Life insurance has come to be a vital 
factor in the life of our people. The 
present comfort, solace and protection 
of an insurance policy in the household 
is properly placed close to, if not among, 
the necessaries of life, and is secured 
with a sense of the satisfaction and of 
duty fulfilled by the many, as they would 
make sure of the coats on their depend- 
ents’ backs, or the roof over their heads. 

“Secondly, the query arises: ‘Is the 
income expended for insurance premiums 
added later in an aggregate sum to the 
fund which produced the income?’ The 
answer is necessarily, ‘No,’ and for sev- 
eral good reasons: (1) The insurance 
when, and if paid, is not merged with 
nor added to the fund which produced 
the income used in paying premiums, but 
is paid to the daughter who shares in no 
manner in the distribution of the fund, 
and (2) even were said beneficiary of the 
insurance a remainderman of the fund, 
it must still be asserted that the insur- 
ance represents a payment of a debt, the 
satisfaction of a contractual obligation 
on the part of the insurance company 
and not piled-up income. (3) The insur- 
ance may not, in the face of failure to 
comply with the insurance contract be 
payable at all, or it may be larger in 
amount than the sum of the premiums, 
or even smaller, as the case may be. 


POINTS OUT FAILURE 


SUCCESS IS OVEREMPHASIZEp 





Hugh D. Hart Tells Philadelphia Up. 
derwriters of Greater Possibilities 
and Needs for Insurance 





PHILADELPHIA, April 8 —The 
Philadelphia Life Underwriters’ Asgo. 
ciation held a dinner meeting here this 
week in the ballroom of the Bellevue. 
Stratford, which was crowded to capa- 
city. President Frederick G. Pierce pre. 
sided as toastmaster. The speakers were 
Hugh D. Hart of the Hart & Eubank 
agency of the Aetna Life in New York 
City and Charles C. Gilman of Boston. 
The Penn Players, members of the home 
office staff of the Penn Mutual, pre. 
sented “Where There’s a Will,” which 
was well received and loudly applauded 
by the members and their guests. Mr 
Hart spoke on “The Meaning of Life 
Insurance to America.” He said in 
part: 


Has Failure and Success 


_ “Life insurance in America has both 
its failure side and its success side. We 
underwriters are accustomed to think 
only in terms of its success side. But 
the failure side of life insurance has 
meaning to America that is just as vital 
as its success side. It is very easy to in- 
dicate its failure by two very simple 
statements of fact: First, although life 
insurance has existed as an institution 
in America for three quarters of a cen- 
tury, the per capita insurance carried to- 
day is less than $1,000; second, last year 
400,000 Americans died; the average 
funeral expense per person has been es- 
timated at $1200; it thus cost the Amer- 
ican people $480,000,000 to die, and this 
was almost seven times the total life in- 
surance the deceased had in force. 


Can Carry More Insurance 


“But can the tragic inadequacy of in- 
surance carried be charged against the 
institution of life insurance? Rather is 
not this failure chargeable to the Amer- 
ican people themselves? The answer 
to this question would largely depend on 
whether the American people are finan- 
cially able to carry more life insurance. 
Dr. S. Parkes Cadman recently made the 
following statement in the New York 
Herald-Tribune: 

“*According to the “American Edu- 
cational Digest,” 24% cents of each 
American dollar go for actual living ex- 
penses, and 22 cents for luxuries. Waste 
accounts for 14 cents, investments for 
11 cents, and unclassified expenditures 
for 13 cents. Crime costs us 8% cents. 
and government 4% cents. 

“Churches and schools are lowest in 
the list. Out of every dollar the former 
get just three quarters of a cent and 
the latter, 11%4 cents. We waste six times 
as much as we spend on schools and 
churches. Crime costs us nearly twi 
as much as. the government which ex- 
ists to repress it. And our luxuries de- 
mand almost as much of the dollar as 
our living expenses.’ : 

“If we employed in buying life insur- 
ance the amount we waste, we could in- 
crease our life insurance two and one 
third times; and if we used for life in- 
surance premiums one half of what we 
spend for luxuries, we could add to the 
life insurance we now have in force. 
more than $130,000,000,000. There is no 
excuse then for the American people to 
carry less life insurance than the paltry 
amount required to bury their dead. 
The meaning to America of the failure 
side of life insurance is a rebuke to our 
improvidence and lack of foresight.” 











While we are contemplating this aspect 
of the income expended it may be noted 
further that the whole situation as to 
the insurance may be changed by loans 
made upon the security of the policy or 
a paid-up policy may be accepted at 
some stage in the life of the insurance.” 
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MUTUAL BENEFIT’SZOLD 
TIMERS HOLDSMEETING 


Walter C. Hill of Retail Credit is 
Chief Speaker at the 
Gathering 


TALK ON HUMAN ELEMENT 


Urges More Care and Selection in Ac- 


quiring New Personnel—Greater 
Concentration Is Seen 


The annual banquet of the Veterans’ 
Club of the Mutual Benefit Life was 
held at Newark last week in the home 
office building. The club is composed 
of all employes with 20 years’ service. 
All officers are honorary members. 

Walter C. Hill Was Speaker 


The principal speaker was Walter C. 
Hill, vice-president of the Retail Credit 
Company of Atlanta, who talked on the 


“Human Element in Business.” “Busi- 
ness is run by men and machines,” he 
said. “In making an outlay of $100 to 
buy a typewriter, a business man care- 
fully considers its durability, capacity, 
ease of operation and general fitness to 
meet his needs. But in employing a 
man to operate the typewriter, fitness 
and durability and such things are but 
slightly touched upon. 


Turnover Is Too Great 


“We think more in terms of material 
things than in terms of people. If we 
thought more in terms of people, there 
would not be the turnover and the 
wastage and the wreckage from crowd- 
ing in the lower ranks, nor the over- 
loading and breakdowns from thinness 
in the upper ranks, that we find in prac- 
tically every business of every kind. 


Human Element Not Considered 


“Consider the high ability employed 
in supervising and directing the money 
stream that flows through a company 
with the attention paid to the human 
stream that courses through it. Regard 
the high ability and time employed in 
developing and improving the value of 
the securities and properties owned in 
comparison with the effort and planning 
employed in developing and improving 
the value of the people in an average 
company. 

Individuals Must Forge Ahead 


“Yet when we speak of building a 
business, isn’t it largely the human ele- 
ment that must always be built up? 
Capital may be acquired immediately. 
Materials and equipment may be brought 
in quickly. It is the people, their edu- 
cation and growth and development and 
coordination that always require time. 
_“Recent progress towards the selec- 
tion and training of personnel has been 
very marked. It was not many years 
ago that business demanded people with 
experience. People actually worked free 
to gain experience. Now most business 
preters raw material. They want to do 
the training. The demand, too, is for 
educated people. College graduates, just 
a itew years ago destined almost entirely 
to the professions, are being absorbed in 
increasingly large numbers by business. 


Selection Needs Attention 


“But very little has been learned about 
selection. In the insurance business, 
think how much more scientific knowl- 
edge there is available bearing on the 
selection of risks for insurance than 
there is in regard to selecting people 
who are best suited for conducting the 
business of insurance. 


often thought about—the inability of 
young people in business to see by what 
a small tax on their time and energy 


“This brings me to a point I have | 


HITS COMMERCIALISM 


COMMISSIONER DUMONTS VIEW 





Says Buying Up of Small Companies 
Will Have Harmful Effect Upon 
Attitude of Public 


LINCOLN, NEB., April 8.—Com- 
|missioner John R. Dumont took a 
| strong stand against the practice of big 
|companies or syndicates gobbling up 
small life companies or little companies 
selling out to. promoters, in his address 
before the Lincoln Life Underwriters 
Association last Saturday evening. Mr. 
Dumont says that these activities have 
been particularly noticeable in the last 
few months, and that they spell evil 
days for the business if this sort of a 
drive is not stopped. He says that it is 
not fair to the communities that have 
financed, in part, the new local compa- 
nies by taking out policies to aid their 
beginning, to the agents who have given 
devoted service to the companies only 
to be set adrift without notice and the 
practice is inimical to the business as a 
whole because of the effect upon the 
public when it hears the big prices 
offered and paid. 
Should Be Discouraged 


Mr. Dumont said: “The department 
feels that this practice should be. dis- 
couraged as much as possible. Practi- 
cally all companies are organized orig- 
inally on the basis of home institutions 
and much of their business is secured 
from the mere fact that they are home 
companies. This places the responsibil- 
ity, I believe, on the officers to live up 
to their trust and not sell the company 
to outsiders. These sales usually leave 
out of consideration the obligation of 
the officers to their agency forces and 
the agents are left to shift for them- 
selves. The public will soon get the 
impression that there is an exceptional 
profit in life insurance, which is not the 
case, and I feel that this will tend to 
discredit the entire business. You men 
should do all you can to discourage this 
kind of talk.” 


Members Express Concern 


These remarks were liberally ap- 
plauded, and officers and members of 
the association expressed similar con- 
cern because of the widespread gossip 
concerning sales and rumored sales and 
the presence in the state recently of 
brokers from as far distant as Houston, 
Tex., trying to get a price on local com- 
panies. 











their success in business might be as- 
sured, and security in their employment 
and contentment in their work practi- 
cally guaranteed. Take a space of 20 
years. How easily in that time, by merely 
directing our interests and by a little 
thought and sustained study, we might 
become experts—the peer of anyone in 
the company—on some one preferred 
and selected thing or line of endeavor. 
We see how much the average company 
needs these experts. Every big com- 
pany I know is hunting for them every- 
where. 
Must Look Forward for 20 Years 





“Why can’t the young mind look for- 
ward 20 years and see these opportu- 
nities? Perhaps it is our part to think 
more of the means of showing it to 
them. It would be a ‘good turn’ of a 
life time to do it. 
| “It is the people who choose well and 
| then stick to their choice that succeed. 
| They are the people who have the homes 
|and the families and give direction to 
the course of affairs where they live. 
They are the people who are building 
steadily from year to year. The long 
| list of failures are made up largely of 
| people who fail not from lack of ability 
but from failure to concentrate and stick 
| to their line. ; 
| “Divided effort, overtaxed ability, in- 
| (CONTINUED ON PAGE 7) 








BIG CHICAGO CONGRESS ‘NEW PENSION PLAN IS 





COMPLETE PROGRAM 





Will Gather at LaSalle Hotel On April 
16 With Many Notable Speakers on 
the Program 





With W. W. Williamson, presdent of 
the Chicago Association of Life Under- 
writers, wielding the gavel, the big one 
day sales congress of the Chicago Asso- 
ciation will open at 9:30 on April 16 in 
the ballroom of the LaSalle hotel. Mr. 


Williamson, who is Chicago manager of | 
: Clinton F. | 
Criswell, managing director of the Chi- | 


the Phoenix Mutual, and 
cago association, have worked hard in 
securing the finest list of speakers that 
has ever been brought together in Chi- 
cago for a life insurance sales congress. 

R. W. Stevens, president of the IIli- 
nois Life, will preside during the morn- 
ing session. At 10 a. m. James Elton 
Bragg, vice-president of the Manhattan 
Life, will speak on “The ‘Sample’ 
Method of Selling.” John A. Steven- 
son, vice-president of the Equitable Life 
of New York, will follow Mr. Bragg at 
11 a. m. with his talk on “Selling Life 
Insurance.” These are the only two 
talks that are on for the morning meet- 
ing and it will give each one of the 
speakers plenty of time to thoroughly 
go into his subject. Both Mr. Bragg 
and Mr. Stevenson 


well known speakers, have given a great | 


deal of their time to studying selling 
methods, and the morning program in 
itself will have plenty of material. 


Fine Afternoon Program 


A noon day luncheon has been planned 
for the entire group which will enable 
the various companies to hold group 
luncheons for their representatives. At 
the afternoon session which will open at 
1:30 p. m. Mr. Williamson will preside. 
The first speaker will be Henry Horner 
judge of the probate court of Chicago. 
Judge Horner has presided over this 
court for over 12 years which is the 
largest probate court in the country. 
His subject will be “My Dealings With 
the Life Policyholders.” Judge Hor- 
ner’s vast experience in dealing with all 
kinds of estates will make his talk of 
especial interest. Following him, J. A. 
Reynolds, assistant vice-president of the 
Union Trust Company of Detroit, will 
talk on “A New Way to Sell Life In- 
surance.” The Union Trust Company 
of Detroit has evolved a very fine life 
insurance trust department and this de- 
partment is doing more than a million 
a month in life insurance business. 


Trust Officers to Be Present 


The Corporate Fiduciaries Associa- 
tion of Chicago will attend the after- 
noon session in a body. This associa- 
tion is composed of the trust officers of 
the leading banks in Chicago. There 
are only 21 members in this organization. 
Both the talks of Judge Horner and 
Mr. Reynolds will prove of value to 
these men who are doing their best to 
tie up the trust departments with the 
life insurance men of Chicago. From 
Judge Horner they will hear the need 
for life insurance trust and from Mr. 
Reynolds they will get the cooperative 
methods that have been used in Detroit. 


J. 8. Resenblatt Is Speaker 


J. S. Rosenblatt, Chicago general 
agent of the State Mutual Life of In- 
diana, will follow Mr. Reynolds with a 
talk on “Rated Up Selling Stories.” Mr. 
Rosenblatt is a very fine personal pro- 
ducer and has given much thought to 
the selling end of the business. The 
sales congress will be closed by Harry 


J. Miller, second vice-president of the | 


Metropolitan Life. He is a very strong 
inspirational speaker and this will be 
his first appearance in Chicago before 
the Life Underwriters Association. 

Taken all in all this group of speak- 
ers presents virtually the finest that the 
country can produce. 


Is OUT) 


are exceptionally | 





INTRODUCED BY BEHA 





Is Optional to Employers But 
Once Adopted Its Provisions 
Must Be Followed 





OLD SYSTEMS ARE SHAKY 


Sound Actuarial Basis Is Necessary for 
Guaranteed Income to Super- 
annuated Employees 





NEW YORK, April 8.—The whole 
problem of industrial pension systems is 
raised by the new pension plan recently 
introduced in the legislature. The plan 
was worked out by Superintendent Beha 
and his assistants in the insurance de- 
partment. It aims (1) to assure work- 
ers that no contingency will arise to de- 
prive them of the benefit and protection 
such pension systems should provide in 
old age by (2) offering industrial con- 
cerns a means of putting their systems 
on a sounder actuarial basis. 





Is Not Required by Law 


Adoption of the plan is optional. Com- 
panies that already have or intend to es- 
tablish pension systems will not be re- 
quired to operate under it. But once a 
company has elected to follow the new 
plan, it will be compelled by law to 
comply with its provisions—all funds will 
bt trusteed; they will be exempt from 
taxation and from judgments that may 
be obtained against the company; ade- 
quate reserves will be set aside to meet 
all present and accruing liabilities. 


Causing Alarm Among Employers 


This plan is a first and necessarily 
short step to remedy a condition that is 
daily causing more alarm to employers 
and employes alike. Disaster threatens 
scores of pension systems on which hun- 
dreds of thousands of workers are trust- 
fully depending for support in their de- 
clining years. Already there have been 
failures and forced abandonments of 
systems that initially seemed quite sound 
and practical. And many others are 
headed for the rocks unless immediate 
action is taken to place them on a firm 
financial basis. 

At Present No Legal Obligation 


In most cases corporations refuse to 


| accept any legal obligations or liabilities 








for their pension systems by express! 
reserving the right to grant, withhold, 
reduce or terminate all individual pen- 
sions, and to modify or abandon alto- 
gether the whole pension system at will. 
In practice, however, few companies 
care to take advantage of this legal 
means of escape from the responsibilities 
they have assumed. To shirk moral re- 
sponsibilities voluntarily assumed would 
cost them not only the loyalty of their 
employes but the good will of the public 
upon whom they depend for their very 
existence. 


Will Be Forced to Abandon Plans 


But regardless of every sincere desire 
to carry out their moral obligations, 
many corporations will soon be forced to 
abandon their pension systems, no mat- 
ter how ill the effect may be upon their 
employes and the public, unless some 
systematic provision is immediately 
made to furnish funds sufficient to meet 
the great and rapidly growing cost of 
their systems. The extreme danger in 
the present situation has been recog- 
nized by Armour & Co., the Equitable 
Trust, the New York Stock Exchange, 
and many railroad and industrial corpo- 
rations, all of whom have recently re- 
organized their pension systems on a 
sound financial footing. 

In the United States there are some 
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500 industrial pension systems in oper- 
ation. The National Industrial Con- 
ference Board recently: published a re- 
port of an exhaustive analysis made into 
the general character and workings of 
245 of the most representative of them. 
The board found that these 245 plans 
covered some 3,000,000 ‘workers, and 
that 181 of them had been established 
since 1910. This last fact explains why 
only 164 of these 245 establishments had 
pensioners on their rolls in January, 
1925, distributing approximately $18,- 
200,000 in pensions among about 36,000 
employes—an average annual pension of 
slightly more than $500. 


Systems Are Still Young 


The number of pensioners was so 
relatively small, because most of the 
systems had not had time since 1910 to 
arrive at their full pension-paying pe- 
riod. As the average pensioner retire- 
ment age is 65, and as 25 years is the 
average service period required to qual- 
ify for a pension, most of their employes 
will not be put on their pension lists 
for many years. 


Few Operating on a Sound Basis 


As regards the methods of financing 
the systems, the board made the amaz- 
ing discovery that out of the 245 only 
36 claimed to be operating on an ac- 
tuarial basis and only 24 of these 
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claimed to be setting aside definite funds 
or reserves to meet their constantly in- 
creasing obligations. In other words, 
nine out of ten of these systems are 
fundamentally unsound and _ insolvent. 
Insolvent, because no specific sums are 
being allocated to meet present and 
future obligations, and because industrial 
concerns cannot indefinitely continue to 
increase annual appropriations for pen- 
sions, which they are bound to do un- 
less they cut the size of individual pen- 
sions to such an extent that they are 
no longer really pensions at all! For a 
pension to such must provide the super- 
annuated employe with some real meas- 
ure of support and protection. 


Make No Definite Provisions 


In 90 percent of the systems the com- 
pany meets pension payments as they 
fall due, making no provision whatever 
for the heavy ratio of increase in pay- 
ments in the future. These payments 
either come out of appropriations made 
from time to time as the need arises 
or are checked off to operating or cur- 
rent expenses. And the delusion grows 
that these annual payments represent 
the “cost” of the system, which they do 
in part. But it is almost the smallest 
part. 

As most pension plans are young, they 
do not yet reflect the full extent of the 
rising curve of real costs. In fact, 








in a rapidly growing concern pension 
costs may actually appear to be de- 
creasing if they are expressed in a per- 
centage of the concurrent gross payroll. 
But early costs, whether considered ab- 
solutely or relatively, are deceptive and 
give no reliable index either of the pro- 
gressively accelerating growth of the 
pension burden or of the period over 
which the increase will probably con- 
tinue. As a case in point, an expert 
analyzed one particular plan and found 
that the full weight of its expense would 
first be felt 57 years after its establish- 
ment, when it would be 78 times as 
great as for the first year and 7 times 


| as high as for the tenth year. 


Scientific Plan Must Be Followed 


Fortunately, the illusion is fading that 
pension systems can be financed on any 
current cost basis. It is becoming daily 
more evident that this hand-to-mouth 
practice must be supplanted by some 
scientific policy. After all, a pension 
is really an annuity and should be 
financed as such, in accordance with the 
best insurance practice by means of re- 
serves currently set aside and allowed 
to swell by compound interest until the 
day the annuities begin to be paid. 


In Precarious Condition 


If all pension systems were started on 
such a sound actuarial basis, most of 
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them would not be in the precarious po- 
sition they are today. Not only woulg 
the pension become something more 
than a well-intentioned promise to pay 
if possible—a promise which is far from 
absolutely assuring the worker of the 
benefits and protection he has a right to 
expect—but it eases the strain of future 
costs on the company’s treasury. By 
making monthly or annual contributions 
to a reserve fund the burden is lighteneg 
because these contributions are djs. 
tributed evenly over a number of years 








Example Shows High Cost 


“This can be illustrated by the fol. 
| lowing simple example,” cited by the re. 
port of the Industrial Board. “To pur 
chase an annual income of $400 for a 
| man retiring at the age of 65 would 
| cost the employer about $3,800 if paid to 
an insurance company in a lump sum at 
the time of his retirement. But if the 
plan is on an actuarial basis, he will then 
be in a position to build up a reserve 
as to each of such expected pensioners 
by a Series of fixed annual payments to- 
ward the sum of $3,800. But each install- 
ment will be augmented by the amount 
of compound interest accruing on the 
fund during the time it accumulates, 
| Thus, if contributions begin forty years 





| before the pension becomes due, i. e, 


when the employe is twenty-five, each 
annual installment amounts to only 
$38.45.” 


Burden Becomes Too Heavy 





As they became responsible for more 
and more pensioners, most companies 
would find it an impossible burden either 
to pay each of them $400 annually out 
of the company treasury or to lay aside 
a lump sum of $3,800 to buy annuities 
for the life of the pensioner. But with- 
out much strain every company could 
annually set aside $38.45 out of the reve- 
nue each employe helped to produce in 
that year, in order to build up a reserve 
against that employe’s possible pension 
claims. In this conception of pensions 
they are regarded in the nature of an 
earned reward, as a form of deferred pay- 
ment, as they should be, for they should 
be considered as a “function of the entire 
period of service, not of the time of 
retirement alone.” 


Make Annual Appropriation 


This scientific method of building re- 
serves has the additional advantage of 
keeping the size of the payroll and the 
general level of wages reflected in the 
volume of the annual appropriations 
made. The reserve increases automatic- 
ally as the number of employes grows. 
Provision for future pension rolls is 
thus adjusted and governed by its neces- 
sary relationship with the size of today’s 
payroll. In a sense each generation of 
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employes provides its own pensions. 
90 Percent of Plans Are Threatened 


Adoption of some such scientific and 
actuarial practices is the only means of 
escape from the financial disaster that 
threatens over 90 percent of existing 
pension plans. If the companies them- 
selves do not care to add to their already 
great responsibilities and activities by 
virtually entering the insurance field, 
there is only one alternative—perhaps 
the better alternative. It is to pur- 
chase annuities from an_ established 
insurance company. By doing so the 
company guarantees the payment ol 
pensions regardless of what happens to 
the company itself, for all of its pension 
obligations will have been assumed by 
the insurance company. Recently one 
large company turned over all its pen- 
sion troubles and worries to a large in- 
surance company, together with a check 
for more than $1,000,000 to cover 
accrued liabilities for which no provision 
had previously been made. 


Annuities Have Many Advantages 


From the point of view of the em- 
ploye the provision of annuities through 
an insurance company has obvious ad- 
vantages. It gives him the opportunity 
to make contributory payments with 
great advantage to himself. He can 
make an arrangement whereby’ he can 
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VETERANS’ BUREAU HIT 
IMPORTANT RULING AT FARGO 


Policy Lapsed But Court Holds Govern- 
ment Must Pay Where Sickness 
Contracted in Service 


FARGO, N. D. April 8.—As the re- 
sult of a decision made in United States 
district court here, the Veterans Bureau 
may have to pay millions of dollars 
through hundreds of other cases of a 
like nature. 

Judge Miller in overruling a demur- 
rer of the Veterans Bureau held that the 
court has the power to make final set- 
tlements in suits involving government 
insurance and is not bound by findings 
oi the Veterans Bureau in regard to 
compensation. 

The case is that of Philip Heinle, Jr., 
of Glen Ullin, N. D., who sought to re- 
cover $10,000 alleged in the suit to be 
due him as beneficiary in his son’s gov- 
ernment policy. The son died in 1920. 
Pneumonia was the cause of death, the 
suit charges, and alleges further that the 
illness was the result of sickness con- 
tracted in the army. 


Policy Had Lapsed 


According to C. T. Hoverson, man- 
ager of the Fargo office of the Veterans 
Bureau, the policy had lapsed shortly be- 
fore the former service man’s death. 
The veteran had failed to pay premiums 
on the policy and it was canceled, Mr. 
Hoverson said. 

The father maintains in his suit, how- 
ever, that because of his alleged army 
sickness, his son should have been paid 
compensation and that this compen- 
sation should have been turned over tc 
pay the premiums. 

The case is the first of its kind in the 
country and Judge Miller’s opinion 
establishes a precedent which will prob- 
ably be carried through in other similar 
cases, according to District Attorney 
Richardson. It will be appealed to the 
United States Supreme Court. 

C. L. Dawson, trial attorney for the 
Veterans’ Bureau in Washington, when 
in Fargo recently declared that the bu- 
reau “will be forced to pay insurance on 
all similar claims, where sickness which 
caused death is traceable to illness con- 
tracted in the service, if the bureau’s 
claim that no compensation is due 
Adolph Heinle is not upheld.” 


H. T. Lewis 
The Mutual Life of New York has 
appointed H. T. Lewis as manager of 
the new consolidated district agency em- 
bracing all of North Dakota and 25 
counties in Minnesota with headquarters 
in Minneapolis. Mr. Lewis has been 
branch office manager for the company 

in Minneapolis and Fargo. 





MUTUAL BENEFIT’S MEETING 
(CONTINUED FROM PAGE 5) 
ability to measure up to the demands 
on time. and capacity—these are the 
causes of the rising curve of failures 

associated with life’s declining years. 


Make Way for Younger Minds 





“Let us, as veterans, cultivate an atti- 
tude of content with the work we do 
and an attitude of optimism toward the 
abilities and potentialities of young peo- 
ple who are following in our wake. 
Open the door of their opportunity by 
moving along ourselves and not occu- 
pying too long the places that are step- 
ping stones of their progress. 

“As veterans, we must accept the re- 
sponsibility of setting the proper 
examples in morals, habits and respect 

or law and order. But I speak espe- 
cially of setting the example of glorify- 
ing our work by concentrating on it and 
giving it all the ability we have, of fidel- 
ity and loyalty to our company by 
bringing to it all the grist that grinds 
from the mill of our minds.” 


LARGE GROUP POLICY | 


GETS ROCK ISLAND CONTRACT 
Metropolitan Life Writes $30,000,000 
Under a Program Providing for 
Triple Coverage to Employes 





NEW YORK, April 8—The Chicago, 
Rock Island & Pacific Railway recently 
announced through President J. E. Gor- 


gram providing approximately $30,000,- 
000 group life insurance and $30,000,000 
accidental death and dismemberment 
protection for more than 30,000 em- 
ployes. The directors accepted a pro- 
posal made by the Metropolitan Life, 
which will underwrite the scheme. 


Triple Coverage Provided 


The plan provides triple coverage and 
is one of the largest and most compre- 
hensive of its kind. It has the usual 
total liability clause, insuring every em- 
ploye with over 6 months’ service at $1,- 
000. Each employe is also protected by 
a $1,000 accidental death policy, and in 
case of dismemberment $500 is paid for 
the loss of one member and $1,000 for 
the loss of two. 


Weekly Benefits 


In addition, there is a $10 weekly 
health and accident insurance, which 
begins to be paid the 8th day of the 
sickness and continues thirteen 
weeks for any one sickness. The 
employes will have the use of the Met- 
ropolitan nursing and health service. 
Over the 8,000 or more miles of the rail- 
way’s tracks, there are 55 Metropolitan 
nursing centers, and there are 3,900 Met 
ropolitan representatives in the 14 states 
covered by the railroad. 

The plan is cooperative, all partici- 
pating employes paying the premiums 
jointly with the railroad. Every em 
ploye who wishes to avail himself of 
the wholesale protection offered without 
medical examination pays $1.55 per 
month and the remainder is paid by the 
company. 


NEW PENSION PLAN IS _ 
INTRODUCED BY BEHA 


(CONT’D FROM PRECEDING PAGE) 


carry with him his reserve credits on a 
future pensiof' wherever he goes. But 
most important to him is the fact that it 


enforcible contract. 
Must Be Legally Enforcible 


“A pension which is not founded on 
a legally enforcible contract,” says a re- 
port of the Carnegie Foundation, “rep- 


support for old age. Employers hesi- 


companies to future payments which 
may attain proportions beyond 
ability to pay. Yet a legally enforcible 
contract is just what an employe must 
have if his old age is to be secure.” 


New Officers Elected 


cal and state insurance circles, has been 
elected second vice-president of the 
National Life Association of Des Moines 
and will have general supervision of the 
new business department. 

Arley F. Hanson, assistant to Presi- 


sistant secretary, 


to the president. 





M. C. Young Is Promoted 


Malcolm C. Young has been appointed 
field supervisor of the John Hancock 
Mutual Life to succeed 'the late Mr. 
West. Mr. Young has been serving as 
home office inspector. 





their | 


Mills B. Alldredge, well known in lo- | 


gives him a pension based on a legally 


resents a hope but not a dependable | 


tate to commit themselves and their | 


dent James Hewitt, has been named as- | 
and in his new capa- | 
city will continue to act as assistant | 


man that it has decided to adopt a pro- | 
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We have also established a 
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whereby all Local 
receive aid from 
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policies cover’ every 
feature of protec- 


record of 
speaks for itself. 


Agency openings in each of 
the following States : 
Missouri, 
Arkansas, 
Texas, 
Wyoming. 


A Real Opportunity for Good Men 


The LIBERTY LIFE 
INSURANCE CoO. 


ITlinois, 


Organization Plan 


Agents. 


pre eTeSS 


Kan- 
Nebraska, 
Califor- 


Colorado and 


LIBERTY LIFE BLDG. 
TOPEKA KANSAS 





The LIBERTY LIFE 


Presents a New Sales 





“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 
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THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Connecticut 


80 Years in Business 
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best. 


He will have the supervision and 100% 
Office staff comprised wholly of men who have been “thru the 
mill”, men who know your problems and have met them successfully. 


Get all the facts —Write Now 


| MUTUAL TRUST 


LIFE INSURANCE COMPANY 


well. 


Ophprowwity Is Knocking 


For a man who is capable of 
doing a real job and doing it 
If you are such a man 
with life insurance experience 
and ability to organize, a real 
opportunity is open to you now 


in Seattle, Washington 


The man who gets this general agency will be equipped with the 


Just a few of his tools are mentioned below: 


Special low-rate policy to Preferred Risks, 


Old Age Endowment Specials, 


Juvenile policies for as young as “1 day olds,” 


Term Insurance for Women, 
Salary Savings Insurance. 


cooperation of a Home 


Cart A. Peterson, Vice President 
A. E. Wirper, Director of Agencies 


The Chicago Temple 


Chicago 
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SOUTHLAND LIFE IN SURANCES } ead ‘COME 
HOME OFFICE 


Over $100,000,000 Insurance in Force 


Remunerative and pleasant agency connections available in 
‘Texas Indiana, Tennessee and Minnesota are open to the right 
For information address 


men. 





CLARENCE E. LINZ 
Vice President and Treasurer 


Dallas, Texas 








WILL SOON HEAR CASE 
ILLINOIS BANKERS HAS PLAN 


Hope That Newly Organized Stock, 
Old Line Company Will Take Over 
Assessment Concern 


The case in the United States Court 
of Appeals involving the Illinois Bank- 
ers Life is set for a hearing April 9. 
This comes up on an appeal from an 
injunction restraining the members from 
voting on the plan to reinsure in a new 
stock company of the same name. The 
management holds proxies of four- 
fifths of the policyholders, but a minor- 
ity is fighting the plan. 

The proposition for reorganization is 
for the old line company to reinsure the 
business of the Illinois Bankers Life 
Association. All the assets of the old 
company under this plan will be placed 
in trust to be administered for the pres- 
ent policyholders. In addition, $450,000 
is to be paid into this fund by the new 
company for a similar purpose. The 
new company, of course, will only write 
legal reserve business but will carry out 
the contracts of the old company. Pol- 
icyholders will be given their choice of 
converting to the new legal reserve sys- 
tem without examination, except where 
the amount of insurance is increased, 
or to continue present policies on the 
old assessment basis. The management 
is to be identical with that of the old 
company. The agents are protected on 
their renewal commissions by assump- 
tion of the contracts by the new com- 
pany. 

The Illinois insurance department has 
approved the new plan. It valued the 
assessment business and gave its sanc- 
tion to the final agreement as worked 
out. 

A convention examination of the 
Illinois Bankers is being made by the 
Illinois, Michigan, Iowa and Oklahoma 
departments. 


COMPANIES LISTED BY 
INSURANCE IN FORCE 


(CONTINUED FROM PAGE 3) 


given for the company. Following is 
the list of 260 companies arranged in 
order of the total amount of insurance 
in force Dec. 31, 1925: 
Rank, 
-_ 1925 
1 Metropolitan . .$12,097,246,792 
Ind.. 01 ° 


aaainatake 9,361,148,802 
Grp... (365,992,438 
Equitable, ar 
Grp. ...$609,330, 544 
Travelers 

Grp. . .$970, 693, 229 
Mutual, N. Y¥ 


to 

bo 
S905 
Begs 

a 

® 

8 


5,219,083,929 
4,394,848,901 


3,382,367,966 
3,255,615,753 
3,100,756,578 
2,495,741,615 


2,232,076,863 





a 
Grp. ...$836,150,744 
John Hancock Mut. 


o can 4 aw 
ie) BHI al ml 


Ind. ....$975,371,776 
Grp. ... 10,688,500 
10 10 Mutual Benefit .... 1,935,188,845 
11 11 Penn Mutual ..... 1,469,898,900 
12 12 Mass. Mutual 1,286,309.867 
13 13 Union Central - 1,215,562,385 
14 14 Sun, Can. ........ 1,031,699,364 
TM, occ . $48, 886,071 
15 15 New England Mut. 857,429,816 
16 16 Bankers, Ia. ...... $43,562,924 
17 17 Provident Mut. 757,589,414 
18 18 Conn. General . 741,382,864 
Grp. ...$158, 802,084 
19 19 Conn. Mutual ..... 608,770,231 
20 20 Missouri State .... 587,586,508 
Grp. ....$80,126,478 
21 21 Pacific Mutual .... 586,249,747 
BB BS GRROGR ccccccceses 574,127,482 
Grp. ....$38,967,391 
23 23 State Mutual ..... 472,826,603 
24 24 National, Vt. ..... 462,130,851 
26 25 West. & Southern. 438,794,588 


Ind. ...$303,028,958 
25 26 Phoenix Mutual... 
27 27 Equitable, Ia. .... 
28 28 Great West, Can... 
29 29 Lincoln Natl. 

Grp. .....$1,825,500 
32 30 Reliance 
33 31 Manufacturers, Can. 
30 32 Fidelity Mutual.... 


430,258,291 
424,243,948 
420,406,920 
404,061,193 


322,818,395 
319,216,126 
318,331,024 


31 33 Kansas City ...... 307,607,440 

37 34 wa Natl. Tex 302,277,296 
_ , .. $198, 102, 006 
. 1, agg” 3 

34 35 Lite Ins. Co. 292,833,061 
Ind. ....$183, 489,280 





—=_ 





Rank 

1924 1925 

38 36 Guardian, N. Y. 290,866,624 

ae ae ee, Be. Meceesccce 281,338 "ls 

89 88 Jefferson —~ a 265, 816,777 

365 39 International, Mo. 262,914'549 

40 40 State, Ind. ........ 215,288, 232 

41 41 N. W. National. 212,399, 698 
Grp. ....$12,069,748 

43 42 Acacia Mutual .... 196,145,636 

42 43 Columbian Natl.... 191,892,086 

49 44 Natl. Life & Acci. 188,801,729 
Ind. ...$135,327,020 

50 45 American Central.. 185,370,152 

46 46 Southwestern, Tex.  182'964'015 
Grp. ....$21, 257, 770 

44 47 Franklin .......... 175,489,299 

45 48 National, U. S. a. 167,490,396 

47 49 Tilinois ........ ° 167,134,020 

48 50 Berkshire ... 166,463. 538 

51 61 Central, Ia, . 155,482,575 


55 652 Royal Union bated ate ‘ 
Bus. taken over... 
aeaneas went ge.oes 


148, 281.905 


52 53 Gt. Southern, Tex. 146,056,525 

53 64 Pan-American 144,276 G09 
Sh. snaeid $4,192,300 

54 55 No. American, Can. 136,245,038 


56 56 Atlantic, Va. ...... 


57 58 Michigan Mut. 
64 59 Public Savings | - 


127,023,484 
121,845,655 
118,245,271 
112,737,003 


Ind. .....$83,367,118 
61 60 Peoria, a wSagbtee 112,046,432 
59 61 Bankers, Neb. ..... 110,267,742 
62 62 Mutual Trust ..... 110,047,519 
66 63 Western States ... 108,002,828 
60 64 Inter-Southern, Ky. 107,006,475 
65 65 Life & Cas., Tenn. 103,766,069 
Ind. .$79, 985, 371 
69 66 Mutu i eit 102,602,329 


al, 
Ind, - $92,905,729 
82 67 Occidental, aa coe 

Bus. taken over. 
eserves $31,503, ii0 


102,062,867 


63 68 Bankers Reserve... 101,533,637 
67 69 Southland ..... 100/077s72 
71 70 West Coast ....... 88,760,346 
eae ast6, 727, Ks 
68 71 } Mut., N. 87,330,246 
73 2 Volunteer State. - 84,535,484 
74 73 Colonial, N. J..... 83,240,401 
Ind. .....$75, arte — 
79 74 Continental, Mo.. $2,259,485 
76 75 Commonwealth, Ky. 80,858,004 
Ind. .....$34,427, 999 
7 76 Columbus Mut..... 80,435,382 
70 77 Merchants, Ia. .... 80,161,089 
72 78 Manhattan ........ 76,048,226 
78 79 American, Mich 75,809,525 
75 80 Union Mutual ..... 74,483,539 
81 81 Midland Sens 74,476,527 
83 82 Home, Pa, ........ 72,865,601 
Ind. $33, 886,463 
84 83 Baltimore ......... 72,316,615 
Ind. “354, 669,867 
80 84 Philadelphia bédeus 72,191,837 
Se -Ge Pee, Oe Civcceses 72,129,497 
I. si sixdhad $3,501,201 
91 86 ee Union 70,175,922 
OM, ceces °° 475, 350 
———_— Springfteld * 69,325,849 
85 88 No. American, “Ti: 69,134,567 
86 89 Central States .... 69,134,520 
95 90 Capitol, Colo. ..... 69,037,822 
Grp. ....$22,451,525 
88 91 Reserve Loan ..... 67,472,792 
97 92 Continental, IIl.. 66,399,683 
i 5 = eee 66,335,882 
a 6 000 0 pas. 664 
90 94 Old Line, beoee 65,914,740 
89 95 California Stats. 65,313,886 
96 96 Continental, Del.... 62,165,672 
94 97 So. States, Ga..... 60,752,146 
o> 88 Crowe, Gam. ccccce 60,404,541 
98 99 Ohio Natl. ....... 60,079, 28¢ 
93 100 Federal, Ill. ...... 57,194,324 
-- 101 Northern, Wash. 56,596,282 
Cl $3,417, 500 
- 102 Ohio State ........ 54,440,666 
rere 54,332,369 
104 American, Tex..... 54,253,709 
105 Indianapolis ...... 53,305,644 
106 No. Amer. Reassur. 52,799,500 
107 Security, Til. ...... 51,304,483 
108 Central, Ill. ....... 51,295,067 
Bee PONE BG Decscece 48,347,865 
110 Reins, Co., Ia..... 47,642,005 
111 Lamar, Miss. ..... 47,001,719 
112 Boston Mutual .. 46,724,637 
Ind. ....$31,038,959 
113 Pres, Ministers Fd. 46,522,085 
114 a eater koe 46,490,279 
zane. - +++ $21,726,326 
Grp. .... 2,524,820 
115 gs L. & A, 
i mi arkadectves 44,768,907 
116 gimtemiess ee 44,226,066 
117 So. Union, Tex, 43,560,654 
118 Natl. Benefit, D. C. 43,320,227 
Ind. ....$35,039,727 
re 42,929,071 
120 Equitable, D. C 42,655,120 
Ind. ....$29, 217, 605 
121 National, Can. ... 42,536,043 
122 Peoples, Ind. 40,500,940 
io “ie errr 40,329,634 
124 Farmers & Bankers 8,633,225 


125 Amicable, Tex..... 
126 Mass. Sav. Banks 
Grp, ....$10,706, 500 
127 Scranton, Pa. ..... 
128 Cleveland ......... 


130 Beneficial ......... 
131 Farmers Natl, Ill. 
132 Mid-Continent ..... 
133 Guaranty, Ia. 
134 Cons’vative, W. Va. 
135 Register, Ia. ...... 
136 Amer. Bankers .. 





mh snes $7, vee, 975 
137 Great Republic .... 31,736,187 
138 Old Colony ......-. 31,670,908 
139 Natl. Guard., Wis. “ ae ns 


140 Girard 
(CONTINUED ON NEXT Fang 
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866,624 
338,015 
816.777 


370,153 
964,019 


189,299 
190,396 
34,020 
163,538 
82,575 
81,905 


56,525 
76,609 
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Texas 
Wisconsin Natl.... 
Gand, R ng ieencies 
Home, 
North. ‘Staten, Ind. 
Bus, taken over. 
nevagned 7,410, 069 
United States ..... 
gape 8. C. 
. $2,581,963 
Siniand Nati. 
— nit eee 
Ind. . 313, 511, 4" 
Des Moines L, &A 
Protective, Ala.. 
GER. cccse $3,056, 590 
Gt. Northern, Ill. 


$ Business Mens .... 


Provident L. & A... 
George Washington 
Bank Savings, Kan. 


Grp. _ .- 

Old Line, = en 

— of Ill 
oseue $1,838,838 

Tabusichin. ee. ... 


2 Midwest, Neb. 


Occidental, N. +. 
Standard, Pa. 


5 Continental, D. 


Ind. . $19, 060. 165 
Security Mut., Neb. 
Security L, & T., 
ey Ge “ndasecnewe 
Farmers & Traders 
Liberty, Kansas... . 
poues) Life.. 
Ind. -$15, 392,228 
’ "Fidelity aes 
No. Amer. Natl. 
Grange, Mich. .... 
United Fidelity. ee 
Conservative, Ind. 
puter ssoumtaae 
cagetina, ae 
Ind. oF as Sos. 519 


Columbia, Ohio ... 
eae 
ak aa ™ $17,984,223 
Rockford, Ill. 
Morris Plan 

eee 
San Jacinto ....... 
Cedar Rapids ...... 
Teach. Ins. & Ann. 


Southern L. & H. 
Ind. . $14,466, 400 
Federal "Reserve ... 
Quick Payment .... 
(All Industrial) 
American Natl., Mo 
Agricultural 
Provident, N. D.... 


7 Farmers, Colo...... 


Amer. Old 
D. cneeadboeen ce 
Home Friendly 
(All Industrial) 
Central, Kan. 
Louisiana State ... 
Western Natl. 
Wisconsin ... eee 
Lincoln Liberty. cece 


5 Natl. Reserve...... 


Alabama Natl. 


7 Mountain States... 


American, Colo..... 


209 Two Republics .... 


2 Peoples, Til. 


St. Joseph, Mo..... 
Victory, Kan, 


Lincoln Reserve... 
Internatl. L. & T.. 
National Savings. . 
St. Louis Mut..... 
Northwestern, Neb. 
Inter-State L. & A 
Ind. .....$6,187,875 
Mass. Prot. 

Victory Natl. 
Liberty, Ill. . 
Modern, Minn. .... 
American Mut., La. 


Prairie, Neb. 
Amer. Home, Kan.. 
Manhattan Mut. . 
Great Amer., Kan.. 
National Equity .. 
Bankers Natl, Col. 
Elkhorn L. & A.... 
Union, Ark 
— Reserve. . 
os ikse + $1,170, 150 
Bonity, eines 
Our  , Fla.... 
Crescent, Ind. .. 
Farmers Union, Ia. 


239 Travelers Equit. 


Policyholders Natl. 
Great Western, Ia. 
Colonial, N. C 


243 Empire Mutual 


State Reserve, Tex. 
Columbia, Neb. ... 
Toledo Travelers. . 


7 Meth. Ministers.... 


Roosevelt 
Grp 


Victory, ii saebee 
Commercial, Mo.... 
Conservative, 


Bankers Natl., Fla. 





30,762,286 
30,753,001 
30,475,639 
30,087,952 
29,648,650 





29,080,299 
29,053,155 


28,626,603 
28,442,508 


7,654,555 
7,298,166 


26,186, 128 
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- 
9 
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22,874,378 


21,915,844 
21,821,402 | 


21,278,406 
20,859,021 
20,701,130 
20,593,778 


20,391,371 
20,312,862 
20,173,221 
20,131,245 | 
20,104,500 
20,089,172 
20,079,419 


19,089,400 
19,051,191 
18,997,320 
18,424,648 


18,249,759 
18,177,575 
18,052,560 
17,771,415 
17,599,610 
17,450,035 
17,278,358 
16,822,656 
16,338,328 
16,179,400 


15,738,413 | 
15,475,557 | 


15,411,613 
15,276,758 
15,179,262 
14,814,823 


to 
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— 
1 
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1 
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Life Insurance in 


Canada in 1925 
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ee An ~~ 


din 1925 In Force 
Canada Life.. he 004,245 $ 255,481,389 
Canada Life... & 9492.0 75 20,572,575 
Capital Life.. 1,602,220 10,151,013 
Commercial .... 1,157,500 6,199,545 
pens nt tal .. 25,767,392 160,228,501 
Continental . 4,190,880 25,755,659 
Crown Life.. 12,694,492 52,423,634 
Dominion Life.. 12,704,881 76,397,038 
Domin. of Can. 
| G. Baccasees 926,800 1,244,300 
IE 0 Lon tc wintiinn s 1,392,549 5,786,003 
Excelsior ....O. 8,475,025 59,198,268 
Excelsior ..... - . sheeeae 16, 
Great West...O. 48, 783, 589 377,063,515 
Great West...G 98,000 2,703,762 
Imperial > Hoe 129 168,765,982 
London Life...0. 25,844,018 130,784,814 
| London Life... I. 31,151,613 76,645,120 
London Life. .G. 657,900 3,976,550 
Manufactrs,. ..O. 36,880,163 207,335,844 
| Manufactrs. ..G 762,496 873,196 
| Maritime ....... 685,721 1,290,596 
Monarch ....... 6,004,326 41,268,741 
| Montreal ....... 4,719,488 21,573,467 
Mut. of Can..... 39,499,090 306,872, ro 
National of Can. 6,853,915 38,007.06 
North American. 18,658,195 121642496 
Northern ....O, 1,891,823 26,766,093 
Northern .....G. 122,100 22,100 
Royal Guard..O, - 618,000 3,276,765 
Royal Guard...I. 159,737 PEt ett 
Saskatchewan .. 1,981,600 38,928 
Sauvegarde .... 4,015,500 18° 12 656 
Security ......0O. 1,157,503 7.251.991 
Security ......G. 880,300 880,300 
Sovereign ...... 2,568,825 18, 190, 495 
Sun Life...... O. 54,704,011 367, 820, 340 
Sun Life ..... G. 14,160,831 40,809,171 
Western Life... 1,079,560 7,203,634 





Totals, 1925...$445,286,492 $2,672,700,192 
Totals, 1924... 388,207,149 2,413,853,480 


United States Companies 


ot in 1925 n Force 

Aetna , £. g, oe 852 $ 53,032,448 
pe rere G. 162,500 17,641,309 
Sh Seine.  seasnnc 1,023,36 
Equitable ....0O. 49,000 28,265,254 
De sss i ssanane 3,286,50 
Guardian Life.. 35,100 194,671 
Metropolitan ‘O. 44,634,464 325,383,204 
Metropolitan..I. 71,919,325 279,763, 
Metropolitan..G. 1,046,225 28,251,887 
Mutual of N. Y. 8,098,559 4 


*Natl.. 








*Northw. Mut.. 62 

*Phoenix Mut.. 62,177 
*Provident Sav. 507,361 
Prudential ...O. 24,835,432 122,829,962 
Prudential ....I. 44,596,973 182,533,756 
Prudential ...G 2,325,000 4,852,700 
State Life...... 101,000 1,217,423 
Travelers ....O. 19,931,687 85,550,912 
Travelers .. ons 1,522,560 16,894,109 
U — Mutual. 675,500 8,676,103 
U. S. Lif ee 91,000 694,124 





Totals, 1925...$251,077,335 $1,377,464,924 
Totals, 1924... 209,545,590 1,246,623,756 


British Companies 





Paid in 1925 In Force 
Comcel. Union...$ 2,500 $ 555,238 

TE ccsen 6686008 4,4 
TE hescss i$ savenes 3,831,464 

~~ PO eee 139,80 
£ = *s @  Sexipotepes: 136,541 
| London & Scot.. 1,307,181 19,264,912 
| Mut. & Citz..O. 3,711,972 11,373,031 
Mut. & Citz....I. 7,878,368 13,355,332 
| N. Brit. & Merc. 96,050 2,176,638 
|*Norwich Union. _....... 56,355 
PE, 0694 eee 306,710 7,424,417 

0 Ere 1,505,345 23,131,37 
*Scottish Amic.. ....... 16,959 
. . ,., eee 577 
Standard Life... 2,310,802 27,020,739 
*Star Assurance _.......... 78,998 
Totals, 1925...$ 17,118,928 $ 108,572,851 
Totals, 1924... 17,619,984 103,519,236 





*Ceased transacting new business in 
Canada. 
Total Business of Canadian Companies 
Operating Outside of Dominion 


Paid in 1925 In Force 
Canada Life...O. $82,031,562 $ 467,457,047 
| Canada Life. .G. 9,705,175 34,806,995 
1 C ‘onfederation .. 32,684,431 200,227,938 
PS on ceveeces 14,615,643 57,011,847 
Dominion ...... 12,865,381 76,648,038 
Great West 59,541,189 412,633,741 
Imperial . --- 80,672,624 182,676,752 
Manufact, ...... 60,236,643 310,801,708 
Maritime ...... 4,075,471 1,947,846 
| Mut. of Can... 39,721,340 308,679,834 
| National ....... 7,081,915 ,895,177 
North Amer 20,019,209 131,844,409 
| Sun Life.. ‘O. 177,256,960 973,100,708 
| Sun Life...... G. 16,220,097 47,485,471 





Totals, 1925.. 
Totals, 1924.. 


-$645,485,303 $3,722,477,539 
- 552,357,393 3,285,028,426 





Rank 
1925 
253 ne panes, Life & 
g0easeesccece 1,113,681 
254 Lewes & Clark.... 1,079,304 
255 Northwest. Union. 1,059,396 
256 Anchor, Okla. .... 904,140 
257 United *"Amer., Fla.. 550,000 
258 Kaskaskia Life ... 502,900 
259 Brooklyn Natl. .... 400,500 
260 Northwestern, N. J. 211,500 














fEtna Life Training Course 


Beginning April 15, 1926 


1—The Chicago Agency will conduct an intensely practi- 
cal Life Insurance Training Course of ten lessons 
beginning on Thursday, April 15th at our offices in 
the Illinois Merchants Bank Building. 


2—The first meeting of the class for organization pur- 
poses will be held on Thursday evening, April 15th, at 
6:30. The further classes will be held on Tuesday 
and Friday evenings of each week and likewise will 
begin at 6:30 and last until 8:00 P. M. 


3—The classes will be conducted by Mr. H. K. Schoch, 
our Agency Supervisor, who is a graduate of the 
University of Pittsburgh Life Insurance School and 
in addition to this is a thoroughly practical and suc- 
cessful Life Insurance man. 


4—There will be no charge for this course but each man 
enrolling will be expected to assume the cost of the 
text books necessary at the special charge of only 
$5.80 and will be supplied through this agency. 


5—Enrollment should be made not later than April 10th. 


6—This course is open to all independent 
brokers as well as men contemplating 
entering the Life Insurance Business. 


An Account with the Attna Pays 


S. T. Whatley, Gen. Agi. 


Suite 2043 230 S. Clark St., 
Chicago, IIl. 
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JOLIET 


The Best City in Illinois in which to Live™ 


At the 1923 convention of the Illinois State Realtors, Joliet 
was voted the best city in the state in which to live. The con- 


vention was held in another city. 


Joliet is one hour from Chicago with frequent express service. 
$20,000,000 in wages are paid to the 65,000 people living in 
the county—40,000 of them within the city limits. They have 
$8,350,000 deposited in Joliet banks. 


A healthy, prosperous, growing industrial city, which offers a 


fine life insurance opportunity. 


A Register Life General Agency Contract, a contract under 


which a good man can finance himself without hardship and 


without mortgaging his future, is open. Write, in confidence to 


Register Life Insurance 
Company 
Incorporated 1889 


DAVENPORT - - . - - IOWA 











Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


ro Irving National Mortgage Company, an 
experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 
companies. 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 
to advantage. 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 
CHICAGO, ILLINOIS 


Offices with 
Albany Pork National Bank Irving Park National Bank Portage Park National Bank 





| world’s record. 


| Has Many Advance Pledges 


THOUSAND IN MONTH 





SEEKS APPLICATION RECORD 
Philadelphia Agent of International Life 

Starts Campaign to Beat Former 
Figures 








Joseph E. Houseworth, Jr., general 
agent for the International Life in Phil- 
adelphia, at midnight on March 31 
opened a drive to write 1,000 policies 
in a month. The present record is 717. 

Mr. Houseworth, who has three years 
life insurance experience, devoted about 
six weeks to preliminary work for the 
big campaign. In that time he sent out 
12,500 posters and other advertising lit- 
erature to selected lists of prospects and 
also used considerable newspaper adver- 
tising space to let Philadelphians know 
that he was going to shoot for the 





As a result of his preliminary work 
Mr. Houseworth received many pledges 
for support. Among*these was one man 
who agreed to take a 10-year endow- 
ment policy for $25,000. Mr. House- 
worth: had been trying to sell him for 
some two years. Another case lined up 
was for 86 $2,500 policies for employes 
in one banking institution. 

On the eve of the opening of his cam- 
paign Mr. Houseworth expressed con- 
fidence in his ability to go over the top. 
He anticipates writing upwards of 
$1,500,000 during the month. The ter- 
ritory in which he will work includes 
Philadelphia, and Delaware, Chester, 
Montgomery and Bucks counties. 

During the World War Mr. House- 
worth was a first lieutenant with the 
15th Field Artillery, Second Division, 
and served in France. Later he served 
as an engineer for his father, who was 
a construction engineer in Philadelphia. 


Has Had Varied Experience 


insurance as a general 
broker about four years ago, but in 
1921 he had served as_ reinsurance 
broker in America for the government 
of Poland. For a time he had served 
with the Polish army in France follow- 
ing the closing of the World War. 

In writing life insurance, Mr. House- 
worth has specialized in corporation and 
partnership, especially for contractors, 
builders and engineers. In this connec- 
tion he has advocated trustee agree- 
ments with trust companies named as 
trustees. He has found that life insur- 
ance written on this basis has the im- 
mediate effect of strengthening the 
credit of contractors and builders, mak- 
ing it easier for them to obtain surety 
bonds and credit extensions when 
needed. 

Mr. Houseworth has found that the 
majority of contractors, builders, engi- 
neers, architects and others in similar 
callings are under-insured. 

As a personal producer he has been in 
the million dollar class. 


Favors Fraternal Code 


Nationa! Secretary George W. Hog- 
lan of the American Insurance Union 
of Columbus calls attention to an error 
that crept into a recent issue when it 
was stated that this order opposed the 
new proposed fraternal code in Kansas. 
Mr. Hoglan says that, the American In- 
surance Union championed the proposed 
code and would like to see it adopted 
not only in Kansas but in all other 
states. 


He entered 








Undertaker Gouging 


The Metropolitan Life has appointed 
Lawson Purdy, director of the Charity 
Organization Society of New York, as 
chairman of a committee to investigate 
conditions in the undertaking business 
and evolve methods to prevent the pub- 
lic being gouged by unscrupulous under- 
takers. The committee will include 
more than 20 prominent philanthropists 


STATUS NOW DEFINED 





NEW TAX RULING IS ISSUED 


Local and Benevolent Life Companies 
Must Pay Tax if Investment 
Income is Over 15 Percent 


WASHINGTON, April 8.—Income 
from investments, if more than 15 per. 
cent of the total income, of local ben. 
evolent life and mutual insurance com. 
panies and like organizations, subject to 
tax, it is pointed out in new regulations 
just issued by the Bureau of Interna! 
Revenue. These regulations (Art. 591) 
point out that: 

“It is a prerequisite to exemption un- 
der paragraph (10 of Section 231 that 
at least 85 per cent of the income of the 
organizations in question shall consist 
of amounts collected from members for 
the sole purpose of meeting losses and 
expenses. 


Not Entitled to Exemption 


“If an organization issues policies for 
stipulated cash premiums, or if it re- 
quires advance deposits to cover the 
cost of the insurance and maintains in- 
vestments from which more than 15 per 
cent of its income is derived, it is not 
entitled to exemption. On the other 
hand, an organization may be entitled 
to exemption, although it makes advance 
assessments for the sole purpose oi 
meeting future losses and expenses, pro- 
vided that the balance of such assess- 
ments remaining on hand at the end oi 
the year is retained to meet losses and 
expenses or is returned to members. 


“Loeal Character” Defined 


“The phase ‘of a purely local charac- 
ter’ applies to benevolent life insurance 
associations, and not to the other or- 
ganizations specified. It applies, fow- 
ever, to any organization seeking ex- 
einption on the ground that it is an or- 
ganization similar to a benevolent !iie 
insurance association. An organization 
of a purely local character is one whose 
business activities are confined to a par- 
ticular community, place or district, ir- 
respective, however, of political subdi- 
visions. 


Continues as an Officer 


C. B. Nordeman, secretary of the In- 
ter-Southern Life, corrects a statement 
as follows: In your issue of April 2, 
under the heading entitled “Duffin Con- 
tinues as Head of the Company,” you 
state “Mr. Nordeman has been treas- 
urer. He was reported to have objected 
bitterly to withdrawing from the board.” 
I never was treasurer of the Inter- 
Southern Life. I had been assistant 
secretary for several years until Stanley 
Reed was dismissed in August, 1925, 
when I was elected secretary. I have 
been a member of the board since the 
very beginning. Naturally I was disap- 
pointed to retire but did retire with the 
tull understanding that there was no 
reflection upon me whatsoever, but sim- 
ply upon the ground that the commis- 
sioners had ruled that it was not desir- 
able to have all the officers on the board. 
In complance with that ruling, Mr. 
Stanfield, treasurer, and I, as secretary, 
resigned from the board, but we still 
remain officers.” 





Russian Insurance Contracts 


NEW YORK, April 8.—Governor 
Smith has signed the Bouton-Dunmore 
bill which provides that all court ac- 
tions on insurance contracts payable in 
Russian rubles shall be stayed until 30 
days after a recognition of a Russian 
government by the United States. At a 
hearing representatives of some 200,000 
Russian policyholders appeared before 
the governor while John W. Davis, for- 
mer ambassador to Great Britain and 
Democratic presidential nominee in 1924. 
represented the large American insur- 











and social workers. 


ance companies which favored the bill 
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Rev. “‘Bob’’ Jones Takes 
Out Business Policy to 
Protect His College 


EV. R. R. JONES or “Bob” Jones, 

the well-known’ evangelist, has 
taken a policy for $525,000 endowing 
the Bob Jones College at College Point, 
Fla. He is a great believer in life insur- 
ance and carries $200,000 in addition to 
this amount. “Bob” Jones states that 
the insurance companies are doing much 
for the business men of the country. 
The policy taken out for the benefit of 
the college was written by L. D. Cark- 
huff, general agent of the Reliance Life 
at Marianna, Fla., and L. L. Wilson. 

The “Bob” Jones evangelistic cam- 
paigns are highly organized and con- 
ducted in every detail under the per- 
sonal supervision of Mr. Jones himself. 
His staff, numbering 21 persons, con- 
stantly accompanying him from city to 
city, gives some idea of their sizeable 
magnitude. 

Born in Dale County, Ala., in 1883, 
he began life as a poor country boy. 
The youngest of a family of nine boys 
and three girls, in early life, he found 
it necessary to shift for himself and 
work his way through public school 
and the theological seminary. At 20 
years of age he began his first evangel- 
istic preaching and soon became a 
prominent figure in public opinion 
through the brilliance and the power of 
his sermons. His vision, however, in 
his life’s work was not restricted to this 
itinerant preaching, but extended to the 
building of a structure of enduring sta- 
bility which he was certain would carry 
on his work for generations after his 
own lips were mute and the fire of his 
gospel message 
The fruit of his ambition was realized 
in the establishment of the Bob Jones 
College. 

Through his foresight in safeguard- 
ing the institution which bears his 
name, he has again demonstrated a 
marked degree of that practicality which 
dominates his every undertaking. 


Pressnall Executive Vice President 


Ben F. Biliter of Huntington, Ind.. 
who is president of the Farmers Na- 
tional Life, has announced that William 
R. Pressnall has been named vice presi- 
dent. Mr. Pressnall has been assistant 
secretary-treasurer. He will serve as 
executive vice president and it is ex- 
pected he will relieve Mr. Biliter of 
many of the details of work that have 
called him often to Chicago where the 
company has its chief offices. 





Financial Report on 
U. S. Government Life 


Insurance Operations 


NEW YORK, April 8.—The financial 
condition of the United States govern- 
ment life insurance fund as of Dec. 31, 
1925, is reported as follows by Gen. 
Frank T. Hines, director of the Veter- 
ans’ Bureau: 

The total number of converted poli- 
cies in force is 386,843, representing 
$1,563,588,221. The assets of the fund 
total $181,427,825, showing an increase 


‘during 1925 of $41,216,560. 


' $45,505,686. 





forever extinguished. 





Total benefits paid to date amount to 
During the year the rate of 
interest earned on mean assets was 4.60 
percent. The premium and interest in- 
come is slightly less than $4,000,000 per 
month. 

The regional office here is writing on 
an average more than $200,000 insur- 
ance a day. 


Scholarship Awards At Atlantic City 

The Board of Trustees of the National 
Underwriters Association has authorized 
the award of twelve scholarships at the 
annual convention to be held on Sept. 
15-17 at Atlantic City. 

The associations affiliated with the 
National association shall be divided into 
four classes according to the member- 
ship records of national headquarters 
as of June 30, as follows: 

A. Associations with a membership of 
500 or over. 

B. Associations with a membership of 
250 to 500. 

C. Associations with a membership of 
100 to 250. 

D. Associations with a membership of 
20 to 100. 

Twelve scholarships will be awarded: 
three within each of the classes, one of 
which is to be a university scholarship, 
and two of which are to be scholarships 
in the Insurance Research & Review 
home study course. 








Heavy Taxes Imposed 


State and federal inheritance taxes 


| amounting to $581,460 have been levied 


against the estate of John Brockman, 
pioneer resident of Los Angeles, who 
died March 29, 1925, according to an 
announcement recently made by State 
Controller Riley. The estate is valued 
at $2,401,854 and was bequeathed to 
more than 100 persons and two charit- 
able organizations. The state taxes were 
299,072 and the remainder goes to the 
federal government. The taxes were 
high, Mr. Riley stated, because the be- 
quests were to distant relatives and 
friends. 








make changes. 





MANAGERS RECEIVE 


Salary—Bonus—C ollection Fee—Personal Commission 
WE ALSO 
Furnish Cashier and Maintain Our Own Offices 
With Each Office We Contract 
One Entire State 
Are you satisfied where you are? 


We are constantly opening new territory, and occasionally 
Right this moment we could place two high- 
class men and would gladly get acquainted through corre- 
spondence conducted strictly confidential. 
the right man would please us very much. 


TAKE YOUR LITTLE GEM AND LOOK US UP 
Please direct your inquiry to 
Will H. Ford 
Agency Manager, Ordinary Department 


AMERICAN NATIONAL INSURANCE CO. 
GALVESTON, TEXAS 


Just a line from 











Repeat Orders 


Successful life companies are built 
by successful agencies that get “‘repeat 
orders’ because the price and the 
service are right. 


No permanently profitable agency 
can be built on any other basis. 


The Midland is ready to help a 
few men build a business for them- 
selves in Illinois, Michigan, Pennsyl- 
vania, West Virginia, Maryland and 
New Jersey. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises’ 
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Insurance for Lutherans 
Legal Reserve 
Standard Policies 
Equitable rates—alike for both sexes 


Whole family protection 


Lutheran Brotherhood 


1254 McKnight Bldg. 


Minneapolis, Minn. 
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CITY’S MOVE OPPOSED 


NEW TAX FIGHT IN ST. LOUIS 


——_—_ 


City Seeks to Force Companies to Pay 


on All Cash and Securities That 
They Hold 





St. Louis is making another effort to 
insurance companies with 
home offices in the city to pay greatly 


force the 


increased taxes. 


The City Board of Equalization be- 


ginning on Monday, April 5, began 
hearing represetitatives of the various 


insurance companies on the questioning 


of taxing the companies on their per- 
sonal property, such as cash and securi- 
ties. These items, on the basis the city 
seeks to tax them, total more than 
$100,000,000 and at the $2.57 tax rate 
would cost the companies $2,570,000. 

Counsel for the companies point out 
that these funds include reinsurance 
reserves, unpaid policy claims and other 
sums for which the companies are act- 
ing merely as trustees for their policy- 
holders and are not subject to taxation. 

The city claims that the state law 
under which the companies claim ex- 
emption from taxation is unconstitu- 
tional. However, that point has not 
been passed on by the Missouri supreme 
court. 

Last year the city tried to collect 
taxes on the companies’ capital stock, 
approximately $5,000,000, but the Mis- 
— supreme court ruled against that 
plan. 


Merger Not Affected 


Criminal action brought against Ivan 
G. Londergan and W. B. Smalling, for- 
mer president and office manager of the 
Medical Life of Waterloo, which was 
merged with the Royal Union Life of 
Des Moines in February, on charges of 
fraud in connection with the Insurance 
Loan & Investment Company of Water- 
loo, has no bearing upon the merger of 
the two companies, A. C, Tucker, presi- 
dent of the Royal Union, states. 

Mr. Tucker says that the Insurance 
Loan & Investment Company, of which 
Mr. Londergan was president and Mr. 
Smalling an officer, was a_ subsidiary 
company of the former Medical Life. 
but that the purchase by the Royal 
Union did not include in any way a con- 
nection with the investment company. 

“The Royal Union had dealings only 
with the Medical Life and only reinsured 
the business and took that part of the 
assets of the company held by the state 
insurance department as provided by 
law against liability on the policies,” 
Mr. Tucker says. 





Mutual Trust Biggest Month 


March, “President’s Month,” has 
proven to be the greatest month in the 
history of the Mutual Trust Life. In 
spite of the fact that the greatest part 
of the company’s territory was buried 
under the heavy snowfall the last few 
days, “Mutual Trusters” everywhere 
Strained to the utmost to honor their 
president, Edwin A. Olson. A total of 
$3,073,458 of new written and examined 
business was the result which topped 
every record previously made by the 
company in any one month, a gain of 
44.9% over March last year. It is also 
interesting to note that paid-for busi- 
ness for March exceeded the same period 
last year by a margin of 50%, 





Woman Agent Wins Contest 


J. A. Campbell, agency director of 
the central branch of the New York 
Life in Chicago, offered a gold fountain 
pen as a prize to the agent in the Ran- 
dolph branch producing the largest 
amount of business over his allotment. 
Albert McArthur is manager of the 
Randolph branch. It so happens that 


there is only one woman agent in this 
office, Mrs. R. Mandel, and she carried 


COMPANY 





the Mid-Continent Life in a Con- 
tested Total Disability Case 





Walker vs. Mid-Continent Life. 
plaintiff claimed totat and permanent 
rom a horse. Injury to the spine was 
there was no injury to the spine. The 
company claimed that the assured had 
fully recovered from the temporary in- 
jury and hence the case was dropped. 
Later the assured revived his claim, 
brought suit and the case went to trial. 
At the trial the company proved that 
the claimant had pursued his usual oc- 
cupation of .farming during the entire 
summer, the farmer had planted and 
harvested cotton and had unaided cut 
and hauled heavy logs from the river 
bottom for firewood. During the off 
season it was shown that he had worked 
as a carpenter on the Odd Fellows 
building at Oklahoma City, during the 
entire course of construction. Not- 
withstanding the evidence, the jury 
found for the plaintiff and judgment 
was assessed, under which the Mid- 
Continent Life was to pay accrued 
benefits from date of disability and un- 
til such time as the defendant could 
properly show that the plaintiff was no 
longer totally disabled. The supreme 
court reverses this decision. 
Peoria Life Meeting 
Iowa agents for the Peoria Life held 
their annual state convention last week 
at Cedar Rapids, Iowa, and a feature 
of the convention was the presentation 
of the play “Cheating Shylock,” by Ce- 
dar Rapids talent. Vance W. McCray, 
general agent at Cedar Rapids, is its 
author. The playlet is reported to have 
been a great success, many underwriters 
saying it compares favorably with “The 
Heart of the Estate” and “Thy Will Be 
Done,” which have been presented at 
various conventions of the National As- 
sociation of Life Underwriters. 





Talks on Life Insurance Trusts 


NEW YORK, April 7.—The Board of 
New York managers of the Equitable 
Life held a meeting here recently, Pres- 
ident Leslie C. York presiding. Leslie 
G. McDouall of the Fidelity Union Trust 
Company of Newark delivered a re- 
markable talk on life insurance trusts 
illustrated with stereopticon views. Par- 
ticular emphasis was placed on the tre- 
mendous voume of lump sum settle- 
ments made every year by the com- 
panies. The address was enthusiastically 
received since it touched so closely upon 
the great modern underwriting problem 
of the intelligent, efficient and economi- 
cal disposal of life insurance estates. 


Chicago National Has Big Month 


March business of the Chicago Na- 
tional Life was unusually large, showing 
a big gain over March of last year. 
The Chicago agency of H. C. Pegram 
turned in new examined business of 
$1,313,500 during the month, one policy 
being for $500,000 on the life of a 
prominent manufacturer of Chicago. 
The company has recently been admit- 
ted to Kansas. 


Not With North American 


F. H. Uehling, president of the Com- 
mercial Life of Kansas City, Mo., calls 
attention to the fact that in a recent 
issue he was mentioned as having been 
formerly president of the North Amer- 
ican Life. F. J. Uehling, his brother. 
was the one associated with the North 
Amrican Life. F. H. Uehling was for- 
merly assistant secretary of the Com- 





off the gold pen. 


monwealth Life of Omaha. 


NOT LIABLE 
DECISION IS NOW REVERSED 


Oklahoma Supreme Court Finds for 


Interest is taken in the decision of the 
Oklahoma Supreme Court reversing a 
case that had been carried up, it being 
The 


disability benefits on account of a fall 


alleged. X-ray examination showed that 


BIG ROUNDUP PLANNED 


TO HOLD AGENCY CONVENTION 





Midland Mutual Life of Ohio Has 
Scheduled Its Annual Meeting At 
Detroit July 27-29 





The Midland Mutual Life will hold its 
agency convention at Detroit July 27-29. 
About 200 agents are expected. Ses- 
sions will be held each day and a num- 
ber of prominent Detroit general agents 
and managers will be on the program. 
The Union Trust Company of Detroit 
will give a playlet entitled, “Where 
There’s A Will There’s A Way.” J. A. 
Reynolds, vice president of the Union 
Trust Company, will speak on trust 
fund service. Leo Thomas will be on 
the program. Douglas Malloch, the 
poet, will be the speaker at the annual 
dinner on the evening of July 28. 

Plans are made for a trip through 
Henry Ford’s River Rouge plant one af- 
ternoon. Bathing parties will take ad- 
vantage of Belle Isle bathing facilities 
and on one afternoon the party will take 
a steamboat ride. 

The Midland expects to have approxi- 
mately $80,000,000 of business in force 
on its twentieth anniversary, which will 
be July 2. H. B. Arnold, president of 
the Midland Mutual, is also president of 
the American Life Convention, which 
will hold its annual meeting in the same 
city in September. 


Legion Sponsoring Legislation 
NEW YORK, N. Y., April 7.—In a 
letter sent every member of congress, 
the American Legion urges immediate 
action on three bills approved by house 
committees, which would protect the 
families of disabled veterans through in- 
surance extensions, relieve dependent 
mothers of dead soldiers and extend 
certain benefits to disabled volunteer 
officers. The legion believes that too 
rigid economy should not prevent full 
justice being done the country’s disabled 
veterans and their dependents. 





No Commissioners’ Spring Meeting 


RICHMOND, VA., April 7.—It 
looked this week as if there would be 
no spring meeting this year of the In- 
surance Commissioners’ Convention. 
Commissioner Button of Virginia, sec- 
retary of the Convention, who recently 
sounded out the members of the execu- 
tive committee on the subject, said today 
that but few replies had been received 
and that there appeared to be no de- 
mand for a spring session. 

The executive committee will meet in 
New York in June to receive a report 
from the blanks committee. 


Makes Its Quota Ahead of Time 


The Stock Exchange branch of the 
New York Life in Chicago, of which 
O. H. Menold is manager, was the first 
to qualify in the executive offices ef- 
ficiency contest. The contest is staged 
for a period of 13 weeks and winds up 
with the big convention of the New 
York Life in Chicago on May 15. Given 
13 weeks to complete his quota Mr. 
Menold did it in nine weeks, writing 
over $1,000,000 of paid for business in 
the last month. In recognition of the 
efforts of the men, Mr. Menold gave 
them a luncheon at the Palmer House 
in Chicago on April 5. 


Change in Advertising Plan 


A change in the handling of the adver- 
tising of the Phoenix Mutua! Life is to 
soon take place. The national cam- 
paign now handled by N. W. Ayer & 
Son of Philadelphia is to go over to 
Bruce Barton’s agency in New York. 
Vice-president Winslow Russell directs 
the advertising. Cyrus Stevens is the 
home office advertising manager and 
Leon Soper the manager who “sells” 


PUBLISH APPOINTMENT 


RENDELMAN IS MEDICAL HEap 


Dr. E. A. Babler Resigns His Position 
With the International Life After 
Many Years’ Service 





Dr. E, A. Babler, medical director of 
the International Life, has resigned on 
account of the increasing demands on 
his time by his surgery practice. He 
has been connected with the company 
for a number of years. Dr. G. F. Ren- 
delman, formerly medical director of the 
Standard Life of Decatur, which was 
merged with the International Life, suc- 
ceeds Dr. Babler. President W. K. 
Whitfield has appointed an underwrit- 
ing committee consisting of Dr. Rendel. 
man, W. J. Hampton, chief underwriter 
and registrar, and Actuary T. C. Raff- 
erty. He has also appointed a rein- 
surance committee consisting of these 
three men and Guy A. Youngerman, 
manager of the reinsurance department. 


Life Insurance Accounting 


The Ronald Trust Company of New 
York, 15 East 26th street, has issued a 
volume on “Life Accounting” by 
Charles Ernest Mather, a certified pub- 
lic accountant, who is a member of the 
firm.of Stagg, Mather & Co. He has 
had wide experience in auditing life in- 
surance accounts. In this volume Mr. 
Mather presents clearly and concisely 
the features peculiar to the system and 
essential to the convenient and expedi- 
tious preparation of annual statements. 


Detroit Life’s Month 


Michigan life business continues to 
break precedents, according to Homer 
Guck, assistant to the president of the 
Detroit Life. The largest volume of 
business ever written by any separate 
agency organization in Michigan was 
produced by the Detroit Life in March, 
with total writings aggregating $3,373,- 
611. In June last year the Detroit Life 
agency established a record of $3,346,695. 
June, 1925, was a special campaign in 
honor of President O’Brien. The March 
record was the result of special efforts 
in honor of Vice-President Morris Fish- 
man. The Fishman agency broke all 
earlier records with a March production 
of $1,781,600. This year’s underwriting 
‘is an increase of 21 percent over a simi- 
lar period of 1925. The largest indi- 
vidual underwriting for the month was 
that of Louis C. Norman, a Detroit 
agent, who wrote $287,000. 


Big John Hancock Month in March 


Owing to the 35th anniversary of 
President Crocker’s connection with the 
John Hancock Mutual Life, the agents 
produced $52,000,000 of new issued 
business in March, making this, by a 
considerable margin the biggest month 
in the company’s history. By compar- 
ison with March, 1925, there was a gain 
of $17,750,000. Of the March business 
over $18,000,000 was written on a single 
day, March 23, the exact date of the 
president’s anniversary. 


Life Notes 
The Continental Assurance of Chicago 
has been licensed in Tennessee. 
The Travelers has just consummated 
for its Boston offices at 2l-year lease of 
the li-story building at 147-149 Milk 
street. All the offices of the Travelers 
now scattered about Boston will be 
brought together and housed under one 
roof. 
Charles B. Stone, district manager at 
Menomonie, Wis., for the A. L. Saltzstein 
general agency in Wisconsin and north- 
ern Michigan for New England Mutual 
Life, has left for a trip to the West 
Coast with Mrs. Stone. They will be 
gone about two months. 
Clement B. Newbold, a trustee of the 
Penn Mutual Life, and a director of the 


Jefferson Fire, died last week in Philadel- 


hia, following a heart attack. Mr. New- 
bold was one of the leading bankers of 
Pennsylvania and a member of the board 





the advertising to the field. 





of directors of the Pennsylvania Railroad. 
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LIFE INSURANCE BY STATES 








Business issued in 1925 and amount in force December 3/, 1925, ‘in various commonwealths 
































COLORADO 

New 
Business In Force 
7 But. ccccccece 1,128,000 
AGERD cccesseane sees 20,764,319 
tener. Central...... 653,519 


American, Colo.. 


10,113,417 
American, Mich... .. +t we 630 












































Amer. Old Line. 1,000 
Bankers ......+-+. 14, baa 765 
Bankers Natl. ...... . "250 
Bankers Res........ 2 2,389,504 
Bus. Men’s Assur. 040 
Capitol, Colo....... 314, Me 1025 34,785,161 
Central, Ia... 2.0 cece 510, ,150,072 
Central States....... 719'500 4,082,044 
Columbian Natl. 936,961 6,161,074 
Columbus Mut. 5,000 38,500 
Conn, General... ,866,22 
Conn. Mutual....... 9,288,537 
Continental, IllL...... 270,721 930,022 
Continental, ¥: +++ 533,773 3,897,801 
Equitable, N. ° - Oe ose 22,702,006 
Equitable, ts 536,276 1,283,382 
Farmers & Bank. 61,284 918,883 
Farmers, Colo....... 3,955,507 
Federal, Ill.......... 273,449 
Fidelity Mut......... 1,568,001 
Franklin, Ill.... 2, »393 
Great Northern..... 00 32,069 
Great Western ...... 100,750 116,250 
Guardian ....... +++. 628,808 4,305,414 
Home, ; eeee 725,262 7,297,7 
International, Mo.. + Ltt eae Nha tt 
Jefferson Standard.. 674,500 1, att 500 
Kansas 





Metropolitan 

Midland, Mo. 

Midland Natl 

Minn. Mutu 

Missouri State 

Montana 56,5 
Mountain States..... 989,816 4,044,257 
Mutual Benefit...... 2,068,448 16,355,700 
Mutual “, ~ Y..... 3,209,199 24, 366,150 
National, Vt......... 611,411 2'828,589 
National v. *s A.. 615,296 ,140,892 
New 5 Sep Mut. 880,283 7,256,192 
New York.. . 9,873,775 63,227,632 
North Amer. Iil...... 213,000 561,85 
Northern, Wash.. 126,500 113,500 
Northwestern, Neb. 186,500 216,000 
Northwestern Mut. : 3,715,20 42,429,553 
Northwestern Natl.. 758,375 548,87 
Occidental, N. M..... 984,000 4,056,539 
Occidental. Gikceses 647,234 887,708 
Old Line, Neb....... 525, 500 590,000 





New 

Business In Force 
Omaha Life 623,968 
Pacific Mutual 12,273,424 
Penn Mutual 11,729,757 
Peoria Mut 161,44 
Phoenix Mut........ 4,868,888 
Prairie, Neb. 546,500 
Provident Mut. 10,880,814 
Prudential 76,5 37,373 3,601 
Reins. of Amer...... 240,637 "414.4 7 
PROMOMGO ccccccceces 417,000 2,876,869 
Royal Union.. a 57,403 313,936 
Service, Neb......... 500,000 500,000 
State Life, Ind.. 406,441 3,468,250 





Travelers .... 









































Union Central.. . 3,470,94 20,339,878 
Union Mut......... - 262,267 1 '476,2 06 
U. S. Natl. L. & C... 500 
West Coast.......... 90,000 429,770 
Western NatlL....... 1,846, 410 4,283,613 
Western Union...... 679,522 1,236,686 
f > 
| KANSAS 
Amer. Bankers...... 17,392 465,824 
Great American .... 1,324,865 6,082,340 
Great Northern..... 25,500 46,0 
North American..... 174,000 1,675,927 
Peoria Life ......... 878,819 8,543,355 
Register ........... 72,516 456,724 
Western Protect.... 46,000 46,000 
American Central.... 1,261,391 7,354,387 
Great Southern ..... 962,726 2,728,86 
Lincoln Nat. ........ 1,390,915 1,912,708 
N. American, IIL 161,73 2,777,4 
Old Colony ........ 284,520 861,735 
Central Life, Ill 63,202 116,805 
fe .. ° 46,500 548,840 
ED no 0.040080 151,200 385,660 
American Nat., Mo 67,3 556,895 
Bankers, Ia. ........ 3,440,579 x 173, a 
Bankers Res. ....... 979,561 68,368 
Conn, Mutual ...... 1,056,714 eset ase 
uitable, N. Y..... 5,488,778 25,043,258 
Columbian Nat.. - 992,827 7,435,406 
oo eeccece 295,000 1,458,926 
Kansas Ci - -»- 3,732,380 19,722,199 
Illinois Life ........ 3,948,433 20,383,302 
Guardian EAD ccocee 383,859 3,184,186 
eteeee ey 979,603 
issouri ....++---- 1,00 
Metropolitan eeesece 19, 278" O79 75,107,112 
ount n States ° 3,000 107,000 
pm Mut.. . 6,073,800 45,055,947 
Northwestern Nat.. 57,308 663,926 
Phoenix Mutual..... 452,480 3,143,057 
Prudential .......... 14,668,973 59,932,560 
Penn Mutual......... 669,972 10,016,557 
Royal Union ........ 1,525,172 16, 042,095 
Provident Mutual.... 655,718 4.724.198 
Pacific Mutual ..... 674,800 5,350,855 











Fraternals' New Business 


For the Last Two Years 


HE following additional fraternals 
are reported, showing new business 
last year as compared with 1924: 
Insurance Insurance 
1925 1924 
Alliance, Can. ..... $ 2,605,481 $ 4,260,614 


Amer. Ins. Union... 41, 748,65 8 47.04 4.979 
A. 0. U. W. of Iowa. 2 00 


A. 0. U. W. of Okla. 306,500 554,00 
A. 0. U. W. of Ore 188,500 276,000 
A. 0. U. W. of Wash 556,000 502,000 
As. Can.-Amer, N.H 398,165 631,150 
Bav. Nat. As., N. 5,100 131,850 
N. M. Ben., Wis. 6,825,438 8,587,117 
Boh. Amer. Un..... 13,750 115,500 
Boh. Slav. Union. 100,250 111,500 
Broth. R. R. Tr., O. 42,120,675 29, 788,200 
Can. Or. Ch. Friends 201,500 1895250 
Cath. Ben, L., In 20,25 10,750 
Cath. F. P. A, Wis. 191,250 119,500 
Cath. Frat. L....... 38,250 144,750 
-.M.B.A. of Can 169,500 301,250 
Chi, Frat. Life..... 2,531,500 1,700,500 
Deg. Hon. P., Minn. 5,887,500 8,886,600 
Deg. Hon; P., Neb 185,500 48,7 
Frat. Broth. ....... 1,105,360 1,078,000 
Golden Seal Assur.. 5,781,000 ,945,000 
G. Or. Lodge B. Am. 302,000 376,000 
Ho Li 4,341,250 5,180,200 
Ind. er of Vik 435,850 29,250 
Jew. Nat. W. Al 551,300 667,550 
Knights of St. Geo. 1,228,500 985,000 
Ladies Cath. n.. 2,158,750 3,055,250 
Liberty BED o0000e% 11,612,500 8,938,000 
Loyal Amer. Life... 1,882,000 2,391,500 
L’U. St. Jos. du Can. 1,966,400 1,966,150 
Lutheran — map . 4,922,500 1,738,000 
Mod. Samaritans. 566,250 827,167 
Nat. Slovak Soc.. 2,598,750 2,073,250 
Order Scot. Clans. 925,750 1,305,250 
Pike Co. Mut., Ill. 314,500 60,5 
Polish Nat. Un., Pa. 1,018,300 1,517,100 
og. Or. of W., Mo 41,850 20,00 


° Mo. 
Prot. H. Circle..... : "Sas +94 15,034,000 


Soc. des Areeane, 4,714,474 
Sons of oe St. Geo., > 58,000 82,50 

Unit. Or. of A 7 Rag 425,500 570,250 
Unit. Com. Trav... : 48,375,000 50, 270,000 
Unit. Or. Gol. Cr.... 736,000 763,000 





DON’T OVERLOOK SMALL CASES 

A new agent, who happens to stumble 
across a big case in the early stages of 
the game, frequently gets the idea that 
he should center his efforts on the large 
policies and meglect those of smaller 
amounts and less commission. This is 
very often a fatal step for the young 
and ambitious life salesman. He is 
paving the way to tremendous disap- 
pointment, which will wear upon his 
mind and finally break him. 

Very few agents grab off big cases in 
the early days of their life insurance 
career, but it occasionally happens the 
new man may go first to his former 
business associates and write a large 
policy without making much of an ef- 
fort. He gets the impression that he 
is in an easy game, and that he can 
feel sure of a comfortable income with- 
out expending much energy or labor. 
With the commission from the large 
case to live upon he goes along for 
some time, neglecting his canvasses and 
believing that he will come upon an- 
other large case soon, thereby keeping 
his income up to normal. 

This agent does not realize that the 
big cases come few and far between. 
The success of any new man depends 
upon his going after the small cases as 
well as the big ones. He must keep on 
working and trying all the time. He 
cannot afford to overlook any business, 
no matter how small it may seem in 
comparison. If he is to avoid disap- 
pointment and failure he must wake up 
to the fact that in life insurance a man 
must work the same as in any other 
business. A clientele must be built up 
and the necessary time and attention 
given to each individual customer. 





Connecticut General News 
Hartford, Conn. 








If a Client of Yours Gets Hurt 


Will he thank you for a substantial 
weekly income from accident insur- 
ance? 


Or will he thank somebody else? 
Or nobody at all—because nobody 
fully looked out for his needs? 


Accident contracts sell easily, serve 
well and bring additional business from 
satisfied benefit claimants. Write for 
our Accident Selling Kit. It will help 
you get your share of this satisfactory 
and profitable line. 


Connecticut General Life Insurance 
Company, Hartford, Conn. 














The Ground Is Broken 


An old line mutual life insurance company has 
established a large clientele of policyholders in the 
St. Louis territory. An office has been maintained 
by the company in St. Louis for several years— 
people know of the company there. 


At this time the company is without the services 
of a General Agent in St. Louis. Rather than dis- 
turb their present sales organization outside of St. 
Louis they are looking for a man who is qualified to 
act as their General Agent in that territory. 


If you feel that you measure up to this 
excellent opportunity, write, in confidence— 


R-83 


Care this paper 
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Commissioners Get Practical View 


Tue election of Jesse S. Phillips, gen- 
eral manager of the NationaL Bureau 
oF Casuatty & Surety UNDERWRITERS, to 
the presidency of the Great AMERICAN 
INDEMNITY brings to mind that a number 
of former insurance commissioners are 
occupying important positions now in the 
insurance world. Mr. PuHitirps was for- 
merly New York state insurance superin- 
tendent. James F. Ramey, secretary of 
the Fiveviry Lire & Accipent of Louis- 
ville, has come into prominence as secre- 
tary of the consolidated organization at 
Chicago, in which his company is inter- 
ested, known as the WASHINGTON-FIDEL- 
ity NATIONAL. 

Recently J. A. O. Preus, who was for- 
mer insurance commissioner of Minnesota, 
has located in Chicago to be vice-president 
of W. A. ALexanper & Co., the insurance 
firm there. James Victor Barry, former 
insurance commissioner of Michigan, is 
fourth vice-president of the MetTRopoLi- 
TAN Lire. Carvin A. Patmer, who served 
the same state in a similar capacity, is 
president of the InTeR-STATE Fire of De- 
troit. J. T. Wrnsurp, also head of the 
Michigan department, is now agency 
manager of the Eguiraste Lire of New 
York in Michigan. Frank H. Ettswortn, 
another important Michigan superintend- 
ent, is now head of the MicHIGAN SurRETYy 
of Lansing. W. R. Kenprick of Iowa is 
vice-president of the Royat Union Lire. 

Ropert J. Merritt, who served as insur- 
ance commissioner of New Hampshire, is 
vice-president and general manager of the 
Uniteo Lire & Accipent of Concord. 
Tuomas B. Donapson, former Pennsyl- 
vania commissioner, is now an official of 
the EacLe Fire of Newark and is associ- 
ated with Franxkiin W. Fort in his rein- 
surance operations. M. J. Cieary, for- 
merly Wisconsin commissioner, is vice- 
president of the NorTHWESTERN MUTUAL 
Lire. Artuur C. Savace, who served Iowa 


as commissioner, is comptroller of the 
Roya Union Lire of Des Moines. W. B. 
Younc, formerly Nebraska commissioner, 
is vice-president of the NortH AMERICAN 
NationaL of Nashville, which recently 
was located in Omaha. ArtHur I. Vorys, 
former Ohio commissioner, is a director of 
the Onto Farmers and an insurance at- 
torney. B. W. GearHeart, former Ohio 
superintendent, is an official of the Great 
AMERICAN INDEMNITY of Mansfield, O., 
and president of the Onto CasvuALty 
Companigs’ Association. J. W. Biunt, 
former Maine insurance commissioner, is 
agency supervisor of the Monarcu Acci- 
DENT of Springfield, Mass. Frep W. Por- 
TER, formerly Ohio commissioner, is an 
agent of the Mutuat Benerit Lire at 
Springfield, Ill. Franx L. Travis, for- 
mer Kansas superintendent, is president 
of the ComMONWEALTH Fire & Marine 
of Kansas City, Kan. C. W. Barnes, also 
a former Kansas official, is president of 
the Monarcu Lire, in process of organi- 
zation at Kansas City, Kan. Watrter K. 
Cuorn, former head of the Missouri de- 
partment, is linked up with the reciprocals 
at Kansas City. CLarence W. Hosss, for- 
merly of Massachusetts, is the representa- 
tive of the InsuRANCE COMMISSIONERS 
CoNVENTION in the office of the NATIONAL 
CounciL oN WorKMEN’s COMPENSATION 
InsuraANcE. A. W. Briscog, fornierly 
Alabama commissioner, is the manager of 
a life company at Montgomery. FRANK 
H, Harpison, formerly of Massachusetts, 
is an official of the Lrserty Mutua. T. 
J. McCome, formerly Oklahoma commis- 
sioner, is now a consulting actuary. 

There are others on the list but the 
names mentioned give an indication of the 
tendency of insurance commissioners to 
later engage in insurance work of some 
kind. Some of these men have gone into 
the practice of law and are specializing on 
insurance law. 


Fraternals and Merger Schemes 


Tue fraternal societies are confronted 
with the same menace that the younger 
and smaller legal reserve life companies 
are, in that there is a steady effort by those 
commercially inclined to try to merge some 
of the smaller ones. At the recent meet- 
ing of the NATIONAL FRATERNAL CONGRESS 
in Chicago, a speaker frankly said that the 
only hope for societies having 25,000 or 
less members was a merger. 

In the legal reserve field, of course, 
there are companies that reach the point 
now and then where it seems impos- 
sible for them to proceed because of heavy 
handicaps. In such a case a merger is 


highly desirable, but it should be brought 


about without the efforts of a broker en- 
tering into the scheme for purely merce- 
nary purposes. There are some small 
fraternals, no doubt, that are living from 
hand to mouth and would be better off 
were they merged with a larger organiza- 
tion. 

There are many fraternals, however, 
with less than 25,000 members that are 
successfully operated and are moving 
along in a harmonious way. Many of 
these are showing increases in member- 
ship from year to year and have no reason 
to be discouraged. The “Fraternal Age,” 
in commenting on this subject, said: 

“A score of societies with less than 





25,000 members, however, have the finest 
prospects for success. They have 
achieved soundness. Their readjustment 
problems are of the past. Their officers 
are showing commendable activity in 
the race for new business. They are 
making good use of expense funds. 
Many of them have turned the corner 
and last year showed net increases in 
membership and in their insurance in 
force. 

“A few of these small societies will be 
the big organizations 20 years from now. 
Picking the winners now would be as 


difficult as choosing future national lead. 
ers from a group of college boys. There 
are small organizations today with bet. 
ter prospects than some of the present 
large societies had 20 years ago. They 
may grow into whales, giving extraordi- 
nary humanitarian service, through the 
devotion and ability of leaders. In some 
of them are men and women, young and 
middle-aged, who will develop into great 
organizers. Others will come along and 
step onto the stage. This human fac. 
tor is the yeast needed to give them life 
and vitality.” 


‘‘Educational Congress,’’ A Good Term 


Tue To repo Lire: UNDERWRITERS Asso- 
CIATION held a sales congress recently, but 
it changed the conventional name used 


for these gatherings by calling it an 


“educational congress.” This is rather 


a happy designation of a gathering of 


this kind because, after all, it is more 
than a sales meeting. While salesman- 
ship naturally is one of the foremost 
factors in field work, yet in conventions 
not every address or discussion is di- 
rected toward selling. The life insur- 


ance man in order to be well rounded 
must be more than able to sell insur- 
ance. He must be a life insurance ex- 
pert or counsellor, who is able to inter- 
pret contracts in language that can be 
understood and who can fit these con- 
tracts to the special needs of his clients. 
In its general phraseology salesmanship 
may include all this, but after all, “edu- 
cational congress” conveys more to the 
mind than the mere idea of a salesman- 
ship congress. 
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The engagement of George A. Brede- 
hoft, general agent for the Connecticut 
General at Toledo, and. Miss Ruth Hirst, 
has just been announced. The wedding 


‘will take place in September, the month 


of the company’s annual agency meeting 
at Hartford and Mr. and Mrs. Brede- 
hoft will attend this convention on their 
honeymoon. Mr. Bredehoft was for- 
merly an agent in the office of Lewis 
& Garvin, general agents at Columbus. 
In August, 1924, he was appointed gen- 
eral agent at Toledo. Mr. Bredehoit is 
prominent in association circles, having 
been secretary of the Columbus Life Un- 
derwriters Association and the Ohio 
association. At the recent educational 
congress held in Toledo he was chair- 
man of the congress committee. Miss 
Hirst is a graduate of Ohio Wesleyan 
University and for the past two years 
director of religious education at St. 
Paul’s Methodist Church, Toledo. 


W. H. Kolb, manager of the life de- 
partment of the Travelers at Chicago, 
who has been incapacitated for a num- 
ber of months, is now at Norfolk, Conn., 
recuperating. It is not known when he 
will be able to resume his duties, but he 
hopes to return some time during the 
early summer. 


Henry S. Nollen, president of the 
Equitable Life of Des Moines, is one 
of five members of the Des Moines 
Consistory to be given the honorary de- 
gree of knight commander of the court 
of honor. Mr. Nollen was grand com- 
mander and chairman of the council 
which conferred the honors last week. 


Warren C. Flynn, manager of the 
Massachusetts Mutual Life in St. Louis, 
and formerly mayor of University City, 
Mo., leading suburb of St. Louis, has 
been appointed chairman of the fifth 
annual campaign of the Community 
Fund for 1927. The campaign to raise 
funds for the various charities included 
in the fund will be conducted in the 
period Nov. 12-22. 

L. Wade Childress, general chairman 
of the Community Fund, in announcing 
the appointment of Mr. Flynn stated 
that he considered him the ‘best avail- 


able man in St. Louis or St. Louis 
county; a man who would put more 
energy, campaign experience, time, 


heart and soul into the campaign for 
funds than any other individual. 


George H. Harrison, of the St. John 
& Carter agency at Des Moines for the 








Equitable of Iowa, hung up an lowa 
record for the number of applications 
written in a single day on March 25, 
when he wrote 85 applications for a to- 
tal of $110,000. His record is second 
best for the Equitable, one of its agents, 
A. H. Dahlquist of Bellingham, Wash., 
having written 147 applications in a sin- 
gle day several weeks ago. Mr. Harri- 
son is an Englishman and has been 
with the Equitable for only two years. 
Previous to that he was with the Pru- 
dential of London. 


Miss Alene Boyenton of Columbus, 
O., daughter of W. S. Boyenton of the 
Ohio State Life, has been placed in 
charge of the Cincinnati branch of the 
Church Mission of Help of the Episco- 
pal Church. She formerly was field sec- 
retary at the New York office. 

A birthday luncheon party in honor 
of the first anniversary of Wilmer M. 
Hammond as general agent at Los An- 
geles of the Aetna Life was held April 
1 by the members of the agency or- 
ganization. The event was also the oc- 
casion for celebrating the realization by 
the agency of its goal in production for 
the month of March of $3,300,160 of new 
insurance, making the total for the first 
year of Mr. Hammond’s administration 
$20,079,307. This total for March is an 
increase of more than a million as com- 
pared with the highest previous record 
for any month in the history of the 
agency, and the total for the year repre- 
sents an increase of $5,000,000 as com- 
pared with the aggregate amount pro- 
duced during the preceding twelve 
months. The success of. the campaign 
was due to the efforts of the field force 
under the supervision and direction oi 

H. Martinsen, assistant general 
agent; Paul Green, field supervisor; and 
J. D. Murphy. 

The luncheon was attended. by. the 
entire field staff of 75 members/g d the 
guests included a omer of friends of 
Mr. Hammond from other companies. 
Telegrams of congratulation from Presi- 
dent Morgan B. Brainard and other 
members of the home office staff, as 
well as from other general agents, were 
read, including one from General Agent 
Whatley of Chicago, in which he stated 
that Los Angeles was ahead of Chicago 
for the first quarter of the year by over 
$200,000. 

Lee J. Wolfe, well known New York 
actuary, sailed last Saturday for a two 
months trip abroad. 
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Acacia Mutual Life Association 


CHARTERED BY SPECIAL ACT OF CONGRESS, MARCH 3, 1869 


Washington, D.C. 
Reduces Its Premiums! | 


OFFICE OF THE PRESIDENT 


{ 


To the Members of Acacia Mutual Life Association 
March 20, 1926. 


BRETHREN: 


The fundamental essentials of all life insurance are security and low net cost. In the conduct of the 
business of this Association, these have always been given first consideration by the Board of Direc- 
tors. The Association is not conducted for profit; its sole aim and purpose is to give guaranteed life 
na gaa protection to members of the Masonic Fraternity at the lowest possible cost, consistent with 
safety. 

On December 31, 1920, the Association had assets of $3,084,142, insurance in force of $71,097,545, 
and a surplus of $80,986. Since that time, it has paid $2,705,966 for death claims, $1,171,382 in dividends 
to its members, increased its dividend schedules three times, developed its business in a large number 
of States, changed from a fraternal society to an old-line company with all of the expenses incident thereto; 
and on December 31st, last, it had assets of practically $16,000,000, insurance in force of practically $200,- 
000,000, and a surplus of more than $1,250,000 over the legal reserve and all other liabilities ;,and, also, 
after setting aside $441,989 for dividends and taxes to be paid in 1926. In other words, during these five 
years, the dividends paid and the surplus accumulated for future dividends amounted approximately to 
a quarter ofa million dollars more than the death claims paid. This is a record unparalleled, we believe, 
in life insurance operation. It best evidences the wisdom and judgment of the Board of Directors, their 
fidelity at all times to the interests of the members, and the efficiency of the management. 

In 1902, when, at the request of the Board of Directors, Congress amended the Charter of this Asso- 
ciation, requiring it to maintain the legal reserve on all policies, the maintenance of the legal reserve by 
a fraternal society was unheard of. It was prophesied generally that this could not be done, because it 
required the collection of premiums largely in excess of the rates of other fraternal societies, and the issu- 
ing of a different form of policy, with the options given by old-line companies. The soundness of the 
judgment of the Board of Directors, however, is best attested by the wonderful growth of the Associa- 
tion, and the fact that since that time most of the fraternal societies have changed or are trying to change 
to the plan that we adopted. 

“When the Charter of the Association was amended and its plan of operation changed from a fraternal 
society to an old-line company, it was enabled to do so without any dissension or discussion; it did not 
have to change a penny in its premium rates, its reserves, its options, or otherwise; every policy was on 
the legal reserve basis; it merely had to print new policy forms for business thereafter issued: Such a 
radical change has never been accomplished by any life insurance institution so smoothly or so har- 
moniously, with the consequent benefit to the members. 

The Association has been charging the same premiums as it did when it was a fraternal society. 
Since we inaugurated these rates, some of the mutual old-line companies have reduced their rates to a 
point where they are approximately the same as our old rates. That these rates were more than suff- 
cient is proven by the growth and progress of the Association, above quoted. Again the wisdom of the 
Board of Directors was proven. 

That the average span of life has been lengthened; that people generally are living under-better con- 
ditions than formerly, and that the mortality experience of life insurance companies is improving, is be- 
vond question. It is generally conceded that an institution such as ours, limited to a select class of men 
like Freemasons, will, on the whole, enjoy a better average mortality than a company dealing with the 
general public; the experience of this Association proves this. During 1918, the year of the war and flu, 
we had a mortality experience of only eighty-five percent of the expected, according to the mortality ta- 
ble used by the old-line companies. 

The laws of the various States have, in effect, established a minimum premium for all old-line insur- 
ance companies. This premium is based on the American Experience Table of Mortality, usually at 3% 
(Continued on page IT) 











THE NATIONAL UNDERWRITER April 9, 1926 











Page Il 


percent interest. This table was made over sixty years ago. That it does not accurately represent the 
present-day mortality experience of the companies is a well-known fact, and has caused the recent agita- 
tion in the insurance world in regard to a new mortality table. The law leaves to the judgment of each 
company the amount that it shall add to the minimum premium for expenses of management. Because 
of the economical manner in which the business of this Association is conducted, your Directors have not 
found it necessary to add a large amount for expenses of management; hence the reason for its low pre- 
miums. Our experience has demonstrated beyond question of doubt that the business of this Association 
can be safely conducted with practically no addition to the net premium; in other words, because of eco- 
nomical management, the savings on mortality and gains in interest are more than enough to pay the ex- 
penses of the Institution. This being so, your Directors do not feel that they can in good conscience con- 
tinue to ask the members to pay a larger sum of money than is necessary to safely conduct the business. 
We have, therefore, decided that as soon as the details can be arranged, the Association will reduce its 
premiums, in most cases to the minimum permitted by law; thus saving our members from paying any 
more money than is necessary; in other words, we propose to allow the members to keep the difference 
in premiums in their pockets, using it to buy additional insurance or for any other purpose they may 
desire. 


Stock companies, that is, companies with a capital stock and that promise no dividends to their pol- 
icyholders, have been selling insurance at approximately these rates for a number of years. That these 
rates are amply sufficient is proven by the fact that these companies have made a big profit thereon, as is 
shown by the large dividends paid to their stockholders and by their large surplus accumulations, also the 
exclusive property of the stockholders. This Association is owned by its members. Every policyholder 
is, in effect, a stockholder. What we propose to do is to charge, on the average, the same premiums as 
are charged by the various stock companies, lower than a number of them, and return to our members 
all the earnings of the business that would be paid as dividends to the stockholders, if this were a stock 
company (the values and options under the policies to remain the same). This, you will admit, is an ideal 
proposition; it gives the members of this Association all the advantages of the low initial premiums of a 
stock company, together with all the privileges and advantages that come from membership in a mutual 
institution. 


As a matter of fact, there is really no such things as “dividends” to policyholders in life insurance. 
So-called “dividends” paid by mutual companies are merely the return of a part of an overcharge. We 
say “part of an overcharge” advisedly, because, in reality, neither this Association nor any other mutual 
company can return the full amount of the overcharge. In the first place, the States as a whole levy a 
tax of about 2% percent on all premiums collected, in most of the States on the gross premium; that 
amount of the overcharge cannot be returned. In the second place, it takes a large amount of money to 
handle the dividends of any life insurance company. No one not familiar with a life insurance office has 
really any idea of the cost of maintaining its dividend department; the number of people who have to 
be employed and the time consumed in ascertaining dividends, computing them, and distributing them 
to the policyholders. We estimate that this will amount to not less than 10 percent—probably fifteen 
percent—of the dividends paid; this part of the overcharge cannot be returned to the members. Again, 
the agent’s commission in most companies is based on a certain percentage of the first year’s premium. 
Where a company collects more than is necessary, the part that is paid to the agent cannot be returned 
to the member. 


Again, most companies pay renewals to their agents on the premiums collected. Our renewal com- 
pensation to agents is based, not on the premiums collected, but on the volume of business that an agent 
has to take care of. It is, therefore, to his interest to not only write the largest volume of business he 
can, but to keep that business in force, so that his monthly income, as we call it, will be increased from 
time to time, so long as he remains in the employ of the Association. 


Mutual life insurance as conducted today is the only business that we know of where people pay 
more than is necessary, in order to get back a part of the overcharge. That this is an overcharge is shown 
by the fact that a number of mutual companies pay a so-called dividend on the first year’s premium. The 
agent’s commission, doctor’s fee, inspection fee, first-year death claims, the cost of issuing the policy, and 
the reserve on the policy, amounts to all, in some cases more, than the first year’s premium. How, there- 
fore, can there be any earnings to pay a dividend? Dividends paid under such such circumstances are 
paid out of the accumulations of the older policyholders; it is a case of “robbing Peter to pay Paul”; a 
case of making men believe that a dividend has been earned, when such cannot be the fact. Again, col- 
lecting a largér premium than is necessary not only deprives the man who pays it of the use of his 
money for the time being and returns him only a part of the overcharge, but the system is conducive 
to extravagance. We are not saying that the companies are extravagant. We are merely saying that 
such a plan is conducive to it, because as a rule men are not liable to be economical in the handling of a 
surplus when the distribution of it is left almost entirely to the election of the people who collect it. 


(Continued on page III) 
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If men will use the money that is admittedly an overcharge to buy additional insurance, the volume 
of life insurance in force will be materially increased; they will have much more protection for their 
families; thus, the policyholders, the companies, and the agents, will profit thereby. 

Any one familiar with life insurance work knows of the enormous surplus that the life insurance 
companies are accumulating under one form or another. By this, I mean the surplus above the legal 
reserve and all other liabilities. The question naturally arises, “Who will ultimately get this surplus; 
who will ultimately profit by it?” Certainly not the people whose policies have lapsed, nor the people 
whose policies mature by death. That Insurance Commissioners and others interested in life insurance 
are giving a great deal of heed to this accumulation of surplus and the equitable distribation of it is shown 
by the questions recently raised by the New York Insurance Department in regard to the manner in 
which it is being handled by some companies, the hearings that have been held, and the discussions that 
have taken place regarding it. Under our plan, unnecessary surplus will not be accumulated, and our 
members will, therefore, not have to contribute to a fund from which they may derive no benefit. 

We are not to be understood as criticizing any company, either stock or mutual, nor are we sug- 
gesting to them how they should conduct their business. We are merely giving you the reasons that 
impelled our decision, and why we believe the new plan is the proper one on which to conduct the busi- 
ness of our Association. 

Where the laws of the States permit, we will make our dividends payable every five years; that is 
to say, every five years we will distribute to the members’ policies, their share of the surplus or profits 
of the business, and pay the same in cash. If a man dies before the dividend is paid, it will be paid to 
his beneficiary; thus, he cannot lose. Under this plan, we will save the expenses of computing and dis- 
tributing these dividends every year. 

While the new rates are in most cases reduced to the minimum possible under the legal reserve basis 
used, we believe that time and experience will prove that even these rates are too high. Sooner or later, 
a new table of mortality will be adopted that will more correctly interpret the actual mortality experi- 
ence of the life insurance companies than the standard now used. Such a table of mortality will make 
possible a lower minimum premium and a still further reduction in the rates. When this time arrives, 
you will find that ACACIA will then, as now, be the first to take advantage of it. 

Whenever the Board of Directors have found it possible to give added service or increased benefits 
or privileges, they have always made the same ‘retroactive. The new plan is conceived in a spirit of jus- 
tice and service, and will undoubtedly contribute to the still greater development and prosperity of the 
Association. The interests of the present members are always our first consideration. No plan would 
be adopted by the Board of Directors that did not properly protect and conserve their interests. The 
splendid dividends now paid on the present policies should be continued, and, indeed, should be even 
increased by the change. The present members will continue to receive their full share annually of the 
surplus earnings of the Association. However, if any member of the Association prefers it, he can have 
these new rates applied to all future payments under his policy, and he will then be paid dividends on 
the basis of the lower premium. If your policy is more than three or four years old, it will probably not 
pay you to make the change. If your policy is of more recent date, you can have the new rates applied 
thereto on all future premiums, in which event no dividend will be paid on the policy until it has been in 
force five years. 

We believe that you will so greatly appreciate this evidence of progress on the part of the Board of 
Directors, their determination to keep the Association at the forefront of life insurance and to conduct 
the business at all times with an eye single to the interests of the policyholders, that we can with con- 
fidence count upon your cooperation to further extend the activities of ACACIA. You can best show 
your appreciation by taking another policy, if you are eligible, and by giving the enclosed circular to one 
of your Brethren, advise him of the privilege and apportunity that is his to take insurance with ACACIA, 
and urge him to do so. Remember, it is your Association. You own it; we are merely your trustees. 
Help us, help you, save money. The progress of the Institution has been remarkable. Under the new 
plan, it will be even more so. We bespeak your hearty cooperation in the extension of its field of use- 
fulness, its service to the Fraternity, and the wonderful work it is doing. 

Evidence your appreciation and cooperation by increasing your own insurance or having some other 
Brother take a policy with us. There will be no commission paid you on this application. Do it for your 
own sake, and your loyalty to ACACIA. * 

A word of caution: Do not lapse a policy in any other old-line company to take one in ACACIA, 
regardless of its superior advantages, and do not permit any other man to do so. The man who lapses a 
policy in any old-line company, to take one here or elsewhere, loses thereby. We do not want our 
Brethren to waste money; we want to help them save it. 

Fraternally yours, 


WM. MONTGOMERY, 
President. 
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LIFE AGENCY CHANGES 

















LOCKWOOD TO GUARDIAN LIFE 





Leaves Provident Mutual at Kansas 
City to Become General Agent 
in Boston 





Joseph E. Lockwood, formerly gen- 
eral agent for the Provident Mutual in 
Kansas City, has resigned to become 
manager of the Boston agency of the 
Guardian Life. .Willard Ewing, agency 
assistant of the Provident Mutual from 
Philadelphia, has charge of the Kdhsas 
City office temporarily, until a general 
agent is appointed. Mr. Lockwood has 
been with the Provident for several 
years. Starting as an agent, he was lo- 
cated first in Philadelphia, then in New 


York. Later he became special agent, 
and, immediately prior to going to 
Kansas City, was engaged in super- 


visory work in the Cleveland office. 

Mr. Lockwood has been in Kansas 
City since October, 1923. He has been 
active in the local association of life un- 
derwriters, serving as secretary of the 
association at the time of his departure 
from Kansas City. Since the Guardian 
Life is not yet admitted to Massachu- 
setts, it will be several weeks before 
Mr. Lockwood takes up his work in 
Boston. 





Logan Campbell 


George McClung of McClung & Dea- 
ton, Iowa state managers for the Aetna 
Life, announces the appointment of Lo- 
gan Campbell, to assist Paul Watt in 
the management of the group depart- 
ment for Iowa. Mr. Campbell is from 
Cedar Rapids, and did special work in 
Des Moines last year, after which he 
was sent to the group school at the 
home office. 





GOES TO PHILADELPHIA LIFE 





T. Waive Faires Has Been Appointed 
Supervisor for Tennessee, Opening 
General Headquarters At Memphis 





The Philadelphia Life in line with its 
recent expansion program has opened a 
branch office at 1105-7 Columbian Mu- 
tual building, Memphis, Tenn., with T. 
Waive Faires in charge as supervisor 
over the state. Associated with Mr. 
Faires is Earl S. Chenault as general 
agent. 

Other representatives in Tennessee 
are: A. E. Scott, Gates; A. B. Hum- 
phreys, Gadsden, and General Agents M. 
A. Dees at Jackson, T. V. Gilbert at 
Lawrenceburg, Sidney Lucas at Chat- 
tanooga and Fred C. Payne at Coker 
Creek. 

Mr. Faires was for eight years with 
the Bankers Life of Des Moines, first 
as agent in Nashville, and later as gen- 
eral manager of the Memphis office, hav- 
ing made a splendid record in both ca- 
pacities. 





EQUITABLE OKLAHOMA MOVE 





Fred S. Goldstandt Becomes a General 
Agent in New York—Homer Jam- 
ison New State Manager 





OKLAHOMA CITY, April 8.—Fred 
S. Goldstandt of the Englesman-Gold- 
standt general agency for the Equitable 
Life of New York, has been made a gen- 
eral agent in New York City, and Ho- 
mer Jamison of Kansas City has suc- 
ceeded him here as agency manager with 


‘tthe entire state under his supervision. 


The old general agency had jurisdiction 


only over the half of Okla- 
homa. 

The announcement was made at an 
agency meeting at which 70 members, 
including those in the new territory, 
were present. Vice-president Frank H. 
Davis and “Pick” Embry, agency man- 
ager from Kansas City, were the prin- 
cipal speakers. Announcement was also 
made of the appointment of W. A. Rob- 
lyn as assistant agency manager. 

Mr. Goldstandt was presented with a 
handsome gift by the agents of his or- 
ganization. He is president of the Ok- 
lahoma Association of Life Insurance 
Underwriters, and plans to remain in 
Oklahoma City to complete his admin- 
istration. He expects to leave for New 
York about July 1. 

Mr. Goldstandt with his partner, A. D. 
Englesman, who will remain with the 
agency, has been general agent for this 
territory since 1908, and has made an 
enviable record. His successor, Mr. 
Jamison, has been an Equitable under- 
writer since 1919, starting as district 
manager in northern Missouri. He was 
later transferred to Kansas City as 
agency superintendent. 


western 





THREE APPOINTMENTS MADE 





Northwestern National Life Announces 
Three Important General Agencies 
That Have Just Been Established 





The home office of the Northwestern 
National Life of Minneapolis announces 
three important agency appointments. 
Marcel Drayfus, who has been a general 
agent for the Inter-Southern Life, has 
been appointed general agent for 
Youngstown, Ohio, and vicinity, includ- 
ing several counties in Pennsylvania. 
His organization has been producing 
about $750,000 a year. 

Walter F. Cowan has been appointed 
general agent at Canton, Ohio, where he 
has been in the life insurance business 





for about four years with the Inter- 


= ———= 


Southern, conducting an agency hitting 
a pace of about $1,500,000. 

Thomas F. Ward of Wilkes-Barre 
Pennsylvania, has taken a district map. 
ager’s contract for Lucerne county. \r 
Ward has a fine organization of 9 
agents producing accident and health 
insurance all of whom will in the future 
write life insurance for Northwestery 
National. 

Joseph P. Kelly, Jr., of Joseph P. 
Kelly & Co. has been appointed genera} 
agent in St. Louis. Mr. Kelly will re. 
port to the branch office in St. Louis, 
of which Ralph E. Bridges is manager. 
Mr. Kelly has been in the general insur- 
ance business for five years, two years 
for himself and prior to that with the 
Charles P. Whitbread Agency. He has 
always written a large amount of life 
insurance which has been brokered, but 
in the future will place all of his busi- 
ness with Northwestern National. 


Gus Harthun 


Gus Harthun, assistant manager oi 
Equitable Life of New York at Mil- 
waukee, has resigned, effective May 1, 
to become associated with the Wisconsin 
National Life of Oshkosh. Mr. Harthun 
entered the insurance business in Octo- 
ber, 1919, as stenographer to E. L. Car- 
son, agency manager for the Equitable 
Life at Milwaukee. In his new connec- 
tion, he will do special organization 
work under the direction of Arthur 
James, vice-president of the Wisconsin 
National Life. His successor has not 
yet been announced by the Equitable. 


W. A. Willis 


One of the recent field appointments 
of the Guardian Life was that of W. A. 
Willis of Louisville, as manager of its 
agency in that city. 

Mr. Willis, while not a native Ken- 
tuckian, has been most active in life 
insurance circles in Louisville for the 
past several years, and has a large ac- 
quaintance in that-city and its surround- 











ing territory. He went to Louisville 














Business in Force, $80,000 ,000 


For instance— 


A Prospect Bureau that really functions is among the practical field 
aids operated under the direction of the Company's Agency Department. 


SPRINGFIELD LIFE SERVICE 


Agents in the field service of the Springfield Life Insurance Company will find | 
the co-operation extended by the Home Office both helpful and profitable. | 


Also and equally important— 


Business will be accepted from all present policyholders, more than 70,000 | 
of them, and from members of their families, on the Non-Medical basis. | 


All Standard Policies are written, with or without Total and Permanent 
Disability, Premium Waiver and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE POLICY | 


IS A BIG SELLER 


Admitted Assets over $6,000 000 


GOOD OPENING FOR LIVE AGENTS 





SPRINGFIELD LIFE INSURANCE COMPANY | 


Home Office : 
Springfield, Ill. 


C. HUBERT ANDERSON, Supt. of Agencies 


Surplus Funds over $600 ,000 





A. H. HEREFORD, President | 
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from Illinois, where he had been en- 
gaged in life underwriting for five years 
or so. The largest part of Mr. Willis’ 
feld experience has been along the lines 
of managerial and organization work. 





H. E. Rose and c. A. Johanson 


|. Frank Yost, general agent in Des 
Moines for the National Life of Ver- 
mont, announces the appointment of 
two new district managers. Harry E. 
Rose, for 17 years with the First Na- 
tional Bank of Council Bluffs, becomes 
district agent at Council Bluffs for Pot- 
tawattamie, Harrison and Mills coun- 
ties. Carl A. Johanson, formerly gen- 
eral agent in Des Moines for the Med- 
ical Life of Waterloo, becomes district 


| 


agent at Fort Dodge, having charge of | 


Calhoun, Webster, Hamilton, .W right 
and Humboldt counties. 





Tom O’Connor 


Tom O’Connor, with the John Han- 
cock agency in DesMoines for a numbe: 
of years, has been made general agent 


| 


there for the Pacific Mutual, succeeding | 


C. H. Miller, who died March 10. Mr. | 


O'Connor will have offices in the Insur- 
ance Exchange building. 


Wilson G. Harvey 





| 


Wilson G. Harvey, former governor | 
of South Carolina, has become manager | 


of the ordinary department of the Caro- 
lina Life for South Carolina, Georgia 
and Florida. 

Mr. Harvey has recently been in Flor 
ida. where he has been engaged in the 
real estate business, and only recently 
returned to South Carolina. He will 
have his headquarters in the home office 
in Columbia, S. C. 


C. J. Beiseker 





| 
} 


| 





| 


| 
| 


Chester J. Beiseker has been ap- | 


pointed general agent for the Mutual | 


Trust Life at Fargo, N. D., and will | 


commence activities immediately. Mr. 
Beiseker has been active in life insur- 
ance work for the past five vears. Prior | 
to taking up life insurance Mr. Beiseker | 





was in the banking business. He is | 


married and is 37 years of age. 





| 
J. F. Russell Jr. 


James F. Russell, Jr.. formerly with | 
he Baltimore agency of the Connecticut 
Mutual, is now state agent of the State | 
Mutual of Massachusetts, and succeeds | 
Charles Gautz. He joined the forces of 
the Connecticut Mutual in 1914. 





Life Agency Notes 


Dr. Warren L. Bunger, for 10 years 
a leading Congregational preacher in 
Minneapolis, has entered the life insur- | 
anee field. He has joined the Marsh & 
McLennan agency. 

F. H. Munson, who has been in the 
life business for the last eight years, has 
been named as district manager at! 
Kearney, Neb., for the Security Mutual | 
of Lincoln. 
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HARTFORD VETERAN HONORED 
Northwestern Mutual Agents Celebrate 
70th Birthday of Frederick A. 
Griswold With Meeting 





The 70th birthday anniversary of 
Frederick A. Griswold, for many years 
general agent of the Northwestern Mu- 
tual Life, was celebrated with a gather- 
ing of about 35 Northwestern Mutual 
agents from all parts of Connecticut in 
Hartford. Mr. Griswold was general 
agent in Connecticut for 22 years, and 
Was associated with the company for 
nearly 40 years. He began writing busi- 
ness in 1887, and has for the interv ening 
period been one of the most prominent 
and successful figures in the Connecticut 





insurance field. 
At a luncheon Allen B. Lincoln, one 

















The itinerary for the 
Twenty-First Anniver- 
sary Jubilee of Lincoln 
National Life agents to 
be held in September 
will include a day at 
Colorado Springs. 

There will be a ride 
to the summit of Pikes 
Peak, a trip through the 
Garden of the Gods, 
Williams Canyon, Cave 
of the Winds, Seven Falls, and then sev- 
eral daysin the midst of the awe-inspiring 
wonders of The Rocky Mountain Na- 
tional Park. 

A glorious outing, refreshing body 
and mind, for Lincoln National Life sales- 
men who have learned that it pays to 
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The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 
More Than $400,000,000 In Force 
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UNIVERSAL LIFE 
INSURANCE COMPANY of MISSOURI 


THE FOUR SQUARE POLICY 


Combines in one Contract 

























ORDINARY LIFE 
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TWENTY YEAR PREMIUM ENDOWMENT 


H. W. SHAFER 


Secretary 


EDWARD G. ROLWING 
President 
W. D. LUMPP 


Director of Agents 


700 Times Building, St. Louis, Mo. 

































Analyzing Success 


A cross section of the 66th Annual Statement which shows, by growth, 
safety and low net cost, why the Guardian ranks as one of the strongest 
of the strong companies. 


NEW BUSINESS, about 50% gain..:........ $ 66,857,528.00 
INSURANCE IN FORCE, 16% gain.......... 290,912,305.00 
Pl ere 51,866,771.92 
ED ee es ok an aninke oncdeooe 45,836,814.05 
SURPLUS AND DIVIDEND FUND, 

as ain ecacssescetse 6,029,957.87 
1926 DIVIDENDS SET ASIDE, 

EG eh ERY AER PPT oe 1,983,000.00 


and in a way 
‘or information, write 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 




















































GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD, President 








Attractive agency contracts direct with the ‘Home 
Office ; , 

A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 

Complete Home Office co-operation. 








GREAT SOUTHERN 
LIFE INSURANCE COMPANY 
HOUSTON, TEXAS 
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eloquent tribute to the service of Mr. 
Griswold. 

Agents were present from Hartford, 
Middletown, Windsor Locks, New 
Haven, Waterbury, Torrington, Stam- 
ford, New Britain, New London, Bris- 
tol, Ansonia, Williamantic and Norwich. 
The morning session was devoted to a 
conference during which the agents were 
permitted to give interchanges of ideas 
which proved to be of great mutual 
benefit. The first speaker was Thomas 
P. Ashton of Waterbury, who spoke on 
“Production.” General Agent Henry S. 
Griswold presided and led the various 
discussions on insurance matters. F. W. 
Simmons spoke on “Service to Policy- 
holders.” 

General Agent Griswold announced 
the details of a contest for the largest 
production. Ten general agents in var- 
ious parts of the country are taking part, 
and Mr. Griswold stated that up to the 
present time Hartford was leading by a 
scant margin. The agents were guests 
of Mr. Griswold at the luncheon. 

“Early Experiences of My First Years 
in the Business” was the subject dis- 
cussed by William H. Bouteiller of Mid- 
dletown, for more than 25 years one of 
the largest producers of the company. 
Mr. Bouteiller spoke at length of the 
selling of insurance in the early days 
when business was difficult to get. 

John P. Davies of Milwaukee, edu- 
cational director and assistant superin- 
tendent of agencies at the home office, 
discussed “Sales Opportunities with Ref- 
erence to Program Building and Busi- 
ness Insurance.” 


TALKS ON ESTATE PROBLEMS 


Tyler Hewett Bennett Explains Meth- 
ods of Big Writers to John C. Mc- 
Namara Organization 


NEW YORK, April 7—At a recent 
meeting of the John C. McNamara or- 
ganization of the Guardian Life here, 
Tyler Hewett Bennett of the Tyler 
Hewett Bennett Co., a local firm of es- 
tate engineers and economists, explained 
the methods and equipment successfully 
employed by master writers. For a 
number of years Mr. Bennett has been 
a national leader in several companies 
in spite of the fact that so much of his 
business is written in so great a volume 
per life that it is widely distributed. Be- 
sides knowing life insurance, Mr. Ben- 
nett is equally well informed about trus- 
teeship, investments, taxation, banking, 
business conditions, etc., which every 
master writer must Rnow, and _ illus- 
trated to his audience how these might 
be brought to bear on the problems of 
every agent. 











Federation Indorses Crocker 


The Pennsylvania Insurance Federa- 
tion has indorsed Walton L. Crocker, 
president of the John Hancock Mutual 
Life, for election to the board of direc- 
tors of the Chamber of Commerce of 
the United States. This election is to 
be held in May. Insurance men through- 
out the state-are urged by the Federa- 
tion to bring this Federation indorse- 
ment to the attention of the officials in 
various city chambers of commerce. It 
is felt by the Pennsylvania insurance 
men that Mr. Crocker is especially well 
qualified for this position. 





District Agency at Dayton, O. 
Laurence C. Witten of Cincinnati, 
general agent of the Mass. Mutual, an- 
nounces that. a district agency has been 
formed at Dayton, O., with headquarters 
in the Third National building. The 
company has been represented in Day- 
ton for some time by James B. Arnett 
and Harry Bimm. They will be in 
charge. Charles F. Andrews and Moe A, 
Potasky have been added to the agency. 


Rockwell School for Washington, D. C. 
That the District of Columbia will 
have the Rockwell school during June 
and July has been assured. William 
Montgomery, president of the Acacia 
Mutual Life of Washington, has offered 
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the District of Columbia his guaranty 
for the financial requirements. The 
course will open June 1 and close op 
July 31, with five morning sessions of 
four hours each during eaci: of the nine 
weeks. Already there are 36 enroll. 
ments, leaving 24 to be secured. 


Buys St. Hubert Building 


The Manhattan Life which a few 
weeks ago sold its 25-story building 
here at 66 Broadway, New York.. re- 
cently purchased the 13-story fireproof 
building known as the St. Hubert Apart- 
ments, located at 120 West 57th street 
and valued at $1,500,000. 

It is understood that the Manhattan 
Life will soon sell the St. Hubert, havy- 
ing no intention of locating on 57th 
street. 

The old Manhattan Life building, 
valued at $5,000,000, was recently bought 
by the Manufacturers Trust Company 
which plans to remodel the first floor for 
its main banking office and use the pres. 
ent headquarters of the Manhattan Life 
for its executive offices. 


New Draft of District Code 


A new draft of the proposed insur- 
ance code for the District of Columbia, 
prepared by the insurance interests after 
the expression of widely divergent views 
had resulted in the Senate District com- 
mittee suggesting that further consider- 
ation of the measure be postponed until 
the various factions could get together, 
will probably be submitted to the com- 
mittee next week. 

At the same time, a report will be 
presented by Superintendent of Insur- 
ance Baldwin and Commissioner Fen- 
ning, objecting to certain provisions of 
the bill, chiefly those relating to fire 
rates, which the local officials contend 
should be governed by the superintend- 
ent, while the insurance men are op- 
posed to giving him such authority. 


Will Have Sales Congress 


BALTIMORE, April 8.—The annual 
sales Congress of Baltimore and Wash- 
ington life underwriters will be held 
here on May 13. Two sessions will be 
held, one in the afternoon and one at 
night. President Kurtz is general 
chairman of the congress, John F. 
Davies is chairman of the executive 
committee of the congress, and Ernest 
J. Clark is chairman of the speakers’ 
committee. N. E. Ellsworth, Washing- 
ton, is associate chairman with Mr. Da- 
vies. 








F. S. James Get Travelers 


NEW YORK, April 7.—Fred S. 
James & Co., widely known as fire and 
casualty general agents, have been ap- 
pointed general agents of the life de- 
partment of the Travelers in New York. 
For some time the Chicago office of the 
agency has had a general agency of the 
Travelers. The decision to open a life 
department in New York is a part of a 
general program of expansion. 

Joseph E. Mulhall, formerly of the 
Metropolitan Life, has assumed charge 
of the new life department for Fred S. 
Jams. Mr. Mulhall was connected with 
the Metropolitan for 11 years in Utica 
and Rome, N. Y., and later served with 
the War Risk Insurance Bureau at 
Washington, D. C. 





Federation Meeting at York, Pa. 


The York county members of the 
Pennsylvania Insurance Federation met 
at York last week. The toastmaster was 
Thomas A. Donaldson, former Pennsy]- 
vania commissioner. 

The speakers included William M. 
Goodwin, president of the Federation: 
Prof. S. S. Huebner of the University 
of Pennsylvania, and John T. Hutchin- 
son, secretary of the Insurance Federa- 
tion of America. The following advisory 
board members were chosen for the 
year: 

Life—Walter G. McBlain, Chester Mil- 
ler, Samuel Gross, John C. Drager. 
Walter M. Graham and Claude M. Reiff 
Fire and Casualty—C. T. Culp, Thomas 
E. Heller, Jchn A. Stover, John H. Rut- 
ter, Robert King, E. B. Keller and A. § 





the Life Underwriters Association of 
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NO DISTRESS AMONG FARMERS 





Reports That Agriculture Is “Going 
Broke” Largely Manufactured, 
Nebraska Men Say 





LINCOLN, NEB., April 8.—Liie in- 
surance men say they find no evidence 
as they go about the state of any dis- 
tress among the farmers. The bankers 
in the smaller cities and towns tell them 
that there is none and that the politicians 
and the professional farm organization 
men are responsible for the adversity 
talk that has been reflected in news- 
paper interviews and conferences over 
farm legislation. 

W. E. Barkley, head of the Lincoln 
joint stock land bank, and treasurer 
of the Lincoln Liberty Life, says the 
farmers of the state are in much better 
shape than the farmers in Iowa for the 
reason that they took their deflation 
losses earlier and that these were much 
smaller than in Iowa, because there the 
speculation ran higher and the prices of 
land went to larger figures. Former 
Governor McKelvie, who edits the out- 
standing farm newspaper in the state, 
says agriculture is not broke and that 
it is not going to be broke. Farmers, 
on the whole, he says, have registered 
steady improvement in their financial 
condition, and that those who have not 
are merely the farm counterparts of 
those city dwellers who do not work 
intelligently and apply sound principles 
of business practice. Land speculation, 
he says, is the primary cause of farmer 
troubles at the present time. In most 
cases the farmer was left holding the 
sack, and he has been absorbing those 
losses ever since then. 


Agitation Largely Manufactured 


The agitation in the middle west that 
resulted in the widely-heralded Des 
Moines conference is declared by bank- 
ers and farm loan money handlers to 
have been largely manufactured, and 
they point out that all that it resulted 
in was the endorsement by that con- 
ference of the Dickinson bill which had 
already been introduced in Congress and 
was backed by the administration. Its 
only significance lay in the fact that 
it puts the usually warring agricultural 
politicians behind one bill. 

Decided reaction has been noticeable, 
and the Nebraska newspapers have been 
filled with letters from farmers critical 
of the statements that unless Congress 
helps the farmer the industry will go 





broke. Mr. McKelvie says it has al- 
ready had a bad effect on farm securi- 
ties, because no man can go around 
saying he is broke and expect to get 
credit at the bank at the old rate of 
interest. 

Less resistance and more policies sold 
is the report of most of the agents who 
till the farm field and from the bankers 
who conduct agencies that deal largely 
with farmers. 





Club May Take in Life Men 


Life insurance men will be admitted 
to membership in the Insurance Club of 
Minneapolis under an amendment to the 
constitution to be voted on at the last 
meeting in April. The amendment would 
admit “any person of good character 
actively engaged in the insurance busi- 
ness in any of its branches, in the city 
of Minneapolis, representing or em- 
ployed by stock insurance companies or 
life insurance companies.” Under an- 
other amendment the committee on de- 
viations would try all charges against 
members and its conclusions would be 
final except on appeal as provided for 
otherwise. 





Des Moines School in Full Swing 


The life insurance school at Des 
Moines is now in full operation under 
the direction of Dr. Charles J. Rockwell, 
sponsored by the Des Moines Life Un- 
derwriters’ Association, of which Ber- 
nard Nowack is president. 

The assignment of subjects is as fol- 
lows: Dr. Rockwell, “The Function of 
Life Insurance” and “Principles of Life 
Insurance Salesmanship;” R. S. King, 
“Case Analysis;” E. J. Montague, 
“Prospecting Practice,” “Field Service” 


and “Territory Development;” C. C. 
Whitehill, “Principles of Life Insur- 
ance;” Steward D. Marquis, “Policy 


Structure.” 





Offner’s Agency Meeting 


A big agency meeting is being planned 
for April 30-May 1 by I. H. Offner, gen- 
eral agent for the Massachusetts Mutual 
Life at Milwaukee, in observance of the 
company’s 75th anniversary, and also to 
celebrate Mr. Offner’s third year as gen- 
eral agent for the company there. Both 
anniversaries occur May 1. The home 
office will be represented by Joseph C. 
Behan, superintendent of agencies, and 
Charles H. Angell, vice president and 
actuary. Norris H. Bokum, general 
agent at Chicago, will attend as will 




















Mutuality~-— 


@ For eighty-one years the idea 
conveyed by the words MU- 
TUAL BENEFIT—“the good 
of the whole applied to the af- 
fairs of each one”—has been 
the guiding principle in the 
treatment of policyholders of 
this Company. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 
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There's a Place for You-— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 








THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 






lowa 
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F. & M. BANK BUILDING 


Southern Union Life 


Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas. and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 

HOME OFFICE 


FORT WORTH, TEXAS 








































































J. L. Mistrot Tom Poynor 
President Vice-President 
Good Men 
—_-— Are Naturally oa 


Seeking Advancement 


The Gem City Life Insurance Co. has Gen- 
eral Agency openings in 


Youngstown 
Steubenville 
Toledo 

Lima 
Mansfield 
Portsmouth 
Massillon 


that offer the alert agent a wealth of oppor- 
tunity. 

In the Gem City Agent’s kit is not only life insur- 
ance in many attractive contracts with the total 
permanent disability and double indemnity features, 
but an equally attractive line of accident and health 
policies. 


QUALIFIED MEN— 
a general agency in the GEM 
CITY is today’s opportunity. 





The GEM CITY LIFE 
INSURANCE COMPANY 


Dayton - - Ohio 
I. A. MORRISETT, Vice-President 


es 








‘some of the prominent policyholders of 
the company in Chicago and Milwaukee. 





Frankel Kansas City Speaker 


Dr. Lee K. Frankel, second vice-presi- 
dent of the Metropolitan Life, in charge 
of the welfare division, addressed the 
Kansas City Chamber of Commerce at 
a recent meeting on 
Health.” He emphasized the fact that 
a greater interest in public health on 
the part of the citizens of a community 
can pay tremendous dividends in in- 
creased length of life and better living 
conditions in general. 

The members of the Life Underwrit- 
ers Association were especially invited 
to attend the luncheon to hear Dr. 
Frankel. 





Grant Addresses “Y” School 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, addressed the 
school for salesmanship, being con- 


ducted at the Kansas City Y. M. C. A. 
last week. His subject was “The Young 
Man’s Opportunity.” E. J. Montague, 
director of the field service for the 
B. M. A:, is conducting the course. 





Good Record in Iowa 


Thomas L. Barnes, who took the 
Iowa agency of the American National 
of Galveston, a little over a year ago, 
produced $500,000 in:the first ten months 
of his agency. There were no policies 
in the state when he took charge. 


$1,500,000 for 1926 in Iowa. 


Church Insures Pastor 


Trustees of the Capitol Hill Church 
of Christ at Des Moines last week took 
pastor, Rev. N. C. Carpenter. Although 
east, 
middle west. The policy is with the 
Royal Union Life of Des Moines, and 
the church is named beneficiary in the 
event of the assured’s death. The policy 
will continue in force, even should Rev. 
Mr. Carpenter be transferred to another 
parish. 





Peoria Life Kansas Meeting 


The state convention of the Peoria 
Life was held in Topeka last week, fol- 
lowing the two months’ “Bring Home 
the Bacon” contest which closed March 
31. The meeting was attended by 35 
agents. Officials from the home office 
included Emmet C. May, president; 
Walter C. May, vice president; G. B. 
Pattison, sécretary and actuary; Dr. F. 
A. Causey, medical director, and F. J. 
Bohl, publicity manager. 

Speakers on the program, in addition 


At present Mr. Barnes has about 20 | 
producers and expects to turn in about | 


out a $28,000 policy on the life of their | 


“The Value. of | 
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to company officials, were W. H. Luel. 
len, state manager; S. W. Adams, assist. 
ant state manager; E. E. Lott, generaj 
agent; C. D. Reed, district manager, 
and C. W. Lyon, office manager, 4jj 
of Topeka; E. M. McProud, district 
manager, and Frank H. Johnson, gep. 
eral agent, Emporia; George H. Lyon, 
general agent, McPherson. 





Seeks Kansas Superintendency 


Maj. Arthur J. Ericcson of Emporia, 
Kan., has announced his candidacy for 
state superintendent of insurance. He is 
at present secretary of the Lyon County 
Retailers’ Association, and has charge 
of government insurance. He served in 
the state legislature for one term, and 
formerly represented the Pacific Mutual 
Life in that territory. 





May Change Kansas Tax Plan 


It may be that the Kansas insurance 
code commission will take steps toward 
cutting out the indirect method of 
taxation now charged against insurance 
companies in the state. Following the 
announcement that the fees and taxes 
of the Metropolitan Life alone were suf- 
ficient to pay all of the expenses of the 
department for a year, it has been sug- 
gested by members of the commission 
that Kansas ought to take the first step 
to abolish the system. 

The state long has had a reciprocity 
law relative to certain fees. 
properly be extended to include all fees 
and taxes so that if any abandoned the 
indirect taxes for Kansas companies 
Kansas could adopt the same fees for 
companies of that state and collect only 


| sufficient fees and taxes to pay the ac- 


| 
| 


this practice is quite common in the | 
it has not become general in the | 





| tual expenses of the department, or the 


proportion which the companies from 
another state would rightfully bear to 
the actual departmental expenses. 





Expansion in Indiana 


With. the opening of the new branch 
office of the International Life at 805-6 
Fletcher Savings & Trust Building, In- 
dianapolis, announcement has been made 
by George Hawkins, state manager, that 
a new organization is being perfected 
both in Indianapolis and throughout the 
entire state of Indiana. The first step 
in the expansion program was carried 
out when H. G. Neal, for 12 years agent 
of the Aetna Life, was appointed field 
supervisor. Mr. Hawkins, prior to his 
association with the International, was 
general agent of the Pacific Mutual Life 
at Springfield, [ll]. In forming a state- 
wide organization, general agents have 
been appointed at Muncie, Terre Haute, 


Greensburg and South Bend. Addi- 
tional agents will be named in other 
cities throughout the state, and an 


agency force will be appointed for In- 
dianapolis. 








IN ‘THE SOU" SOUTH AND SOUTHWEST 











COMPANY WAS HELD LIABLE 





North Carolina Supreme Court Ruled 
Incontestable Clause Covers 
Supplemental Contracts 





Incontestable clause in life policies 
held to apply to supplemental contracts 
subsequently attached to policies.—In 
Wamboldt vs. Reserve Loan Life, su- 
preme court of North Carolina, 131 S.E. 
395, company issued two life policies 
to the plaintiff. The policies, contained 
the following clause: 

“If the premiums are duly paid as 
tequired, this policy shall be incontest- 
able after it has been renewed beyond 
the first year.’ 

The plaintiff kept the premiums paid 
on these:policies and in 1921 applied for 
supplemental contracts which would at- 
tach to policies, and provide for double 
indemnity in case of total disability. 
After some correspondence the com- 





pany issued the riders as requested, 





which by their terms provided as fol- 
lows: 

“The entire and irrecoverable loss of 
sight of both eyes will be considered as 
total and permanent disability within 
the meaning of this provision.” 

Thereafter in 1922 the plaintiff suf- 
fered the loss of both eyes and 
demanded payment under the supple- 
mental contracts attached to his polli- 
cies, as quoted from above. The com- 
pany denied liability, and defended the 
action on the ground that at the time 
the plaintiff applied for the supple- 
mental contracts, he had concealed the 
fact that his eyesight had failed. In 
holding that the insurance company was 
precluded from maintaining this de- 
fense, on the ground that the incontest- 
able clause of the policy applied to the 
supplemental contract thereafter  at- 
tached thereto, and jin affirming a judg- 
— in favor of the plaintiff, the court 
sai 

“We must hold that the supplemental 
contract, attached on July 14, 1921, to 
each policy issued by defendant to 
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tiff, in 1915, was a part of the pol- 
o which it was attached, and was 
the incontestable clause con- 


plain 
icy t 
subject to 


| 


tained in such policy; that by express | 


agreement of the parties such supple- 
mental contract became effective from 
the date appearing therein, and 
from the date on which it was actually 
attached to the policy; that upon all the 
evidence submitted to the jury in this | 
action no defense was available to de- 
fendant upon the supplemental contract 
which was not available in an action on 
the policy. The validity of the policy, 
including both the principal contract 
and the supplemental contract, cannot 
be contested by defendant in this action. 
** * The judgment is affirmed.” 


New Little Rock Company 
the Pi- 





Articles of incorporation of 


not | 


oneer Reserve Life of Little Rock, capi- | 
talized for $100,000, were filed last week. | 


The officers and incorporators of 


the | 


company are: Walter B. Hollingsworth, | 


president; Sid M. Brooks, vice-president; 
Leslie U. Holt, secretary-treasurer; W. 
E. Lenon, John L. Hollingsworth, Mrs. 
Jack Hollingsworth, Dr. Dewell Gan Jr., 
John F, Boyle, Gus A. Freeling, F. M. 
Speakman and C. Hamilton Moses. 


Warning on Mail Order Companies 


Commissioner Button is warning the 
people of Virginia to beware of “several 
unlicensed insurance companies which 
have recently inaugurated 
mail order campaigns, soliciting resi- 
dents of Virginia to place insurance with 
them.” The warning is contained in a 
bulletin which goes on to say: “Before 
placing the insurance, be sure the com- 
pany is licensed in Virginia. With the 
exception of inter-insurance or recipro- 
cal exchanges which are not required to 
operate through agents, never place any 
of your insurance with a company which 
solicits by mail unless the letter is ad- 
dressed to you by an authorized agent 
of the company who is a resident of Vir- 
ginia. Among the unlicensed companies 
reported to the bureau of insurance as 


soliciting by mail are the following: 
Federal Reserve Life, Kansas City, 
Kans.; Union Mutual . Casualty, Des 
Moines, and Travelers Health Associ- 


ation, Omaha.” 





Figures on Virginia Business 

Aside from group insurance, the 70 
legal reserve life companies operating 
in Virginia, according to figures com- 
piled by the Virginia department, had 
insurance in force at the close of 1925 
of $737,272,341, compared with $682,994,- 
898 at the close of 1924, an increase of 
$54,277,443. 


_ Figures for group insurance are: 1924, 
m force, $30,403,157; 1925, $40,580,814, 
increase $10,177,667. Of this type of 


insurance, two companies wrote $792,800 
last year compared with $286,250 in 
1924. 

Altogether a total of $122,217,740 of 
life insurance other than group was 


widespread | to life insurance. 


LIFE INSURANCE EDITION 


in 1925. Insurance to the amount of 


! 
written by the legal reserve companies | 
| $67,940,297 lapsed during the year. 





End Rockwell Houston School 


] 
Sixty-seven insurance men scattered | 
over the southland went back to their | 
respective companies filled with unusual 
following close of the Rockwell | 
Sixty-seven received | 
Final diplomas | 


pep 
school in Houston. 
temporary certificates. 
will be issued after the required field | 
work has been accomplished, consisting 
of at least $100,000 of paid-for business 
on at least 12 lives and premiums of 
$3,000, or insurance written and paid | 
for on at least 26 lives with premiums | 
of $3,000. There were 92 pupils entered | 


in the school. 
Eight of those graduating produced | 
over $100,000 of business each during | 


the school sessions. Total volume of | 
business secured during the school was | 
$2,300,000. 

Dr. Rockwell has been contracted for | 


| to return next year in April and conduc? 


another school. More than 60 students | 
already have been signed. 





Oklahoma Travelers Licensed 


License has been granted by the Ok- 
lahoma insurance department to the Ok- 


lahoma Travelers’ Association, an as- | 
sessment organization chartered under | 
the act passed by the last Oklahoma | 


It will confine its writings | 
R. M. Fink of Ok- 
lahoma City is president and C. T. 
Walker, secretary-treasurer. Headquar- | 
ters will be at Oklahoma City. 


legislature. 





Owens Agency’s Big Month 


| 

The Oklahoma agency of the Mutual | 
Life of New York, of which E. Guy | 
Owens of Oklahoma City is manager, 
staged a special drive in March, “Sar- | 
gent Month.” The campaign was in | 
honor of the appointment of George K. | 
Sargent as vice-president and manager | 
of agencies, and resilted in the writing 
of $1,093,000 of new business, with 
$1,002,000 paid for. 





Euless With United Fidelity 


F. L. Euless, for 15 years with the 
National Life & Accident and for sev- 
eral months past general agent for the 
Volunteer State Life at Dallas, Tex., 
has resigned to become assistant agency 
manager for the United Fidelity Life 
of Dallas. Mr. Euless is regarded as | 
one of the best life insurance men in 
north Texas, both as a producer and an 
agency supervisor. He is at present | 
secretary of the North Texas Associ- | 
ation of Life Underwriters. 


| 
| 
| 





New Companies in Arkansas | 
The John Hancock Mutual Life, the | 


Pioneer Reserve Life, the Physicians | 
Life of Little Rock, the National Old 
Line of Little Rock, and the Springfield | 
Life of Springfield, Mo., have been | 
licensed in Arkansas. 











GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down--not out. 








We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 


diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 


now. Write for information and territory 


desired. 


. CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 


Chicago, Ill. 
A. E, JOHNSON, AGENCY MANAGER 








c ism ors Tll,, Ia., Kans., Md., Mich. 
W. Va. and Wyo. 


We have evenings tn Ate. fe + a a= ag ha 
Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’ * 
— on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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PACIFIC COAST AND MOUNTAIN F IELD D | 

















LANGMUIR VISITS OLD FIELD 





Superintendent of Agents of the New 
York Life Was Given Luncheons 
At Los Angeles 


During the recent visit of Chas. H. 
Langmuir, superintendent of agents of 


the New York Life, to the Los Angeles | 


branch offices of three agency luncheon 
meetings were held for the Los An- 
geles, southern California and Sunset 
branches, respectively. This was the 
first return visit to Los Angeles of Mr. 
Langmuir since leaving this city in the 
spring of 1921 for the home office, to 
assume the position of assistant super- 


| resulted in 


has been held for 60 days in his honor, | 
production of tremendous | 


volume of new business, and each branch 


surpassed all previous records. The | 
agency meetings were attended by | 
| agents from the entire southern Cali- } 


intendent of agents, from which he was | 


later 
agents. 


superintendent of 
contest that 


promoted to 
The testimonial 


fornia field. 


AGENCY HOLDS CONFERENCE | 





Mountain Representatives of Aetna Life | 
Are Guests of J. Stanley Edwards 
at Denver Meeting 


DENVER, April 7.—The seventh an- | 
nual sales conference of the Rocky 
Mountain agency of the Aetna Life was | 
held in Denver last week and was at- 
tended by more than 75 agents and their | 
wives. J. Stanley Edwards is general | 














OUR NINETY-FIRST BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 


ing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 
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Nation Needs More Life Insurance Agents 


To setve this nation adequately there is need of a still 
larger army of capable, conscientious, industrious men and 


women, to supply the 


wondrous saving and protective 


service of life insurance to businesses, and homes, and indi- 


viduals. 


A connection with this Company is especially attrac- 
tive because of the quality of service alike to Agents and 
policyholders, because of the up-to-dateness of policy con- 
tracts, because of its Agency publications and advertising 
literature, and because the spirit of comradeship between 


Home Office and Field 


is very real. We have room for 


men and women who are content with nothing less than 
the best in equipment, service, and ideals. 


The Penn Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 1847 
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If 


Territory does make a difference 


If 


Close cooperation is necessary 


If 
A friendly interest is needed 


If 


You are a producer 


If 
You believe in yourself 


If 
You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 














INCORPORATED (87! 


LIFE INSURANCE COM 


RICHMO 


PANY OF VIRGINIA 


ND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies 
r 00 


from 
with premiums payable 


$1,000.00 to $100,000 


annually, semi-annually or quarterly 


an 
INDUSTRIAL Policies up to $1,000.00 
premiums pa 


with 
CONDITION 
BEBE crccccvccccccceccccccecccs 
Liabilities 


Insurance in 


Payments to Policyholders......... . 
Tetal Payments to Policyholders since Organization................. 


Ceeecereeeeses ercvcccceccccecees s 
Ceeeeceeescccccecsccs ee 


ree weekly 
ON DECEMBER 3i, 1925 

46,562,667.40 
cocee 89,940,092. 25 





3,392,156.7 
$ 39,176,371.91 
JOHN G. WALKER, President. 


Discussion of sales problems and a 
series of addresses by representatives 
from every section of the state were the 
features of the conference. Frank L. 
Jones, president of the National Asso- 
ciation of Life Underwriters, and Man- 
sur B. Oakes, president of the Insur- 
ance Research & Review Service, were 
among the guests at the conference. 

Mr. Jones addressed the meeting on 
“The Social Problems of Life Insur- 
ance,” and Mr. Oakes spoke during the 
session on “Definite Plans for a Definite 
Need.” H. G. Shuck, one of the local 
agents, spoke on things he has learned 
about selling life insurance from 36 
years’ experience in the field. Other 
talks included “Company and Agency 
Helps to Field Men,” by J. Stanley Ed- 
wards, and “How a Local Agent Should 
Advertise,” by Myron S. Collins of Col- 
orado Springs. 


MADE 


INSPECTOR ON COAST 





W. C. Elliston, Formerly with Central 
Life, Takes Charge of That Ter- 
ritory for International 





W. C. 


years 


Elliston, for the past four 




















superintendent of agencies of 
the eastern and southern divisions of 
the Central Life of Iowa, having 12 
states under his jurisidiction, has been 
appointed inspector of agencies of the 
Pacific Coast division for the Interna- 
tional Life. His territory will com- 
prise Washington, Oregon and Califor- 
nia, with headquarters in Los Angeles. 

Mr. Elliston has been quite success- 


——_ 
T —:!” 


agent with headquarters in this city. | ful in agency work and is well qualified 


to fill his new post with the Interna. 
tional Life. Prior to his connection with 
the Central Life he was with the Bank. 
ers Life and the New York Life. The 
appointment of Mr. Elliston completes 
the nation-wide divisional organization 
of the International Life. Heretofore jt 
has had inspectors in the eastern, cen. 
tral and Rocky Mountain divisions. 








E. M. Shunk Advanced 


FE. M. Shunk has, been appointed 
agency manager of the Pacific agency 
of the West Coast Life at San Frap. 
cisco, succeeding A. L. Spence, who has 
been assigned to special work in the 
| central California department for Super- 
intendent Langpaap. Commenting upon 
the appointment of Mr. Shunk, “The 
Pioneer,” the company’s house organ, 
| says: “While a certain delicacy is felt, 
| still there is a stronger impulse to call 
attention to the fact that Mr. Shunk has 
both hands off above the wrist.” In 
spite of this handicap, however, while 
associated with another California com- 
pany, Mr. Shunk last year showed a 
personal production of over $350,000. 





Ordered to License Fraternal 


Commissioner Cochrane of Colorado 
was ordered the past week by District 
Judge Dunklee to grant a license to the 
Western Mutual Life Association of 
California, authorizing it to transact 
business in Colorado as a fraternal. The 
company instituted mandamus proceed- 
ings when it claimed Mr. Cochrane re- 
fused to receive and pass on its appli- 





cation for a license. 





IN THE ACCIDENT AND HEALTH FIELD 














NUMEROUS INFLUENZA CLAIMS 





Health Companies ‘Say That Epidemic 
Conditions Are Found in Many 
Cities at Present 





Companies writing accident and health 
insurance in Detroit, Pittsburgh and 
northern Ohio report that grippe and 
influenza claims from these territories 





show epidemic conditions, One com- 
pany says that the newspaper reports 
of conditions are by no means exagger- 
ated. In fact, its own claim records 
would indicate that not more than one- 
third of the grippe and influenza cases 
are reported to the health authorities. 
Ohio cities particularly affected are 
Cleveland, Youngstown, Canton and 
Warren. The situation has been so se- 














George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 

















rious that dismissal of the schools has 
been discussed in some of these cities 
The bright side of the epidemic for the 
accident and health companies has been 
the lack of repeaters and the over- 


whelming prevalence of the one-week 


claim. In rare instances only is the 
claim made for a longer period than one 
week. 


GETS OUT LOW RATE POLICY 


Continental Life Makes Arrangement 
With the “Herald & Examiner” 
for $10,000 Accident Contract 





The Chicago “Herald & Examiner,” 
the Hearst morning paper in the city, 
has gone the Chicago “Tribune”-Fed- 
eral Life travel accident insurance 
policy one better. The “Herald & Ex- 
aminer” announces that it has made ar- 
rangements with the Continental Life 
of St. Louis to issue an accident policy 
costing $1 to be given to anyone who 
sends in a coupon. The face amount is 
$10,000. Automobile accidents are cov- 
ered the same as under the “Tribune 
policy. The only distinction made in 
the “Herald & Examiner” contract is 
that the policy only covers passengers 
paying a fare on street cars. This ex- 
cludes therefore the motormen and con- 
ductors. The face amount of the 
“Tribune” policy is $7,500. 





Broadens “Star” Policy 


The Federal Life is offering on re- 
newals of its $1 accident policy with the 














Can You Qualify? 


AN you qualify as a special agent to do or; ork in and 
Cc anizing wi Minnesota 


Wisconsin for an old 


ss has doubled in the 


‘ou must be a successful salesman, capable of enli othe: 
developing them into good producers. For the man on 
, an excellent ity is presented. 
If you believe rs can qualify, state reasons why you are entitled to 
shown such we growth together witht Garter Gotelle of ge 
a t t - 
tion. Inquiries will be treated in strictest confidence. 


Address: N. J. FREY, President 
THE WISCONSIN LIFE INS. CO., MADISON, WIS. 


of death claims. 
women and children. 


THE WISCONSIN LIFE 


HE business of The Wisconsin Life Insurance 
Company has doubled in the past five years. 
The Company, organized in 1895, 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
Policies are provided for men, 


ossesses many 


INCORPORATED 1895 








MADISON. WIS. } 
“Solid as the State” 















. 
| 
. 


































———— 


alified 
terna- 
) with 
Bank. 

The 
pletes 
Zation 
fore it 
» Cen- 








Ointed 
gency 
F ran- 


nt 






192% 





; 
: 
' 
' 
: 








April 9, 1926 





LIFE INSURANCE EDITION 











Kansas City “Star” an increase in the 
principal sum from $5,000 to $7,500, with 
increases of 10 percent each year for ten 
years on the other main features and sev- 
eral additional benefits. 


Los Angeles C! Club Elects 


At the annual meeting of the Accident 
& Health Managers’ Club of Los Angeles, 
H. W. Burford of the Continental Cas- 
ualty was elected president; J. V. M. 
Stearns, International Indemnity, was 
made vice-president, and H. R. Thomp- 
son, National Casualty, was reelected 
secretary-treasurer. Charles R. Detrick, 
insurance commissioner, was the guest 
of honor and principal speaker. 


Change in Indiana Companies 

The Indiana Travelers Assurance has 
been organized to supersede and assume 
the combined business of the Indiana 
Travelers Accident and the Indiana 
Travelers Health. The new company 
will specialize in commercial accident 
and health insurance. 


Roy D. Fielding, who also is a direc- 
tor of the new organization, will serve 
as agency manager for Indiana. All of 
the officers and directors are Indian- 
apolis men and constitute the same 
group who directed the affairs of the 
two former mutuals. They are: Presi- 


dent, John A. Hanna; vice-presidents, L. 
W. Cooper and Donaldson G. Trone; 
secretary-treasurer, Peter B. Trone, who 
has served in this capacity for 16 years 
with the old organizations 


Figures on California Business 

Californians paid $9,404,157 in pre- 
miums for accident and health insurance 
in 1925, while $4,433,433 was paid out in 
claims, according to George Johnson, su- 
perintendent of the accident and health 
department of the United States Fidelity 
& Guaranty at San Francisco. 





NEWS OF LIFE POLICIES — 


New | Policies, Premium ay ‘Lividends, Surrender 
| Values —~ all Changes in Policy Literature, Rate 
| Books, ting the “Unique Manvel- 

Direst.” “published annually in May at $3.50 and tle 
“Litt'e Gem ™ onmmne annva'ly in Apri’ at $200 


ACACIA MUTUAL’S NEW RATES 














Washington, D. C., Company Has Ma- 
terially Reduced Its Premiums at 
All Ages on All Forms 


Acacia Mutual of Wa 


rhe shington, 
D. C., has reduced its rates materially 
getting down almost to the net The 
new rates on various forms are as fol- 
lows: 
(Without disability or double indemnity 
benefits) 
J 
_ c 
ES =. $.. are 
ene ASS R8S 45 geo ze 
= w& -g@ bes oe o 
e £e< Meo BEo HE so go 
t =. of «S® -=s5 ste et 
< SAs2 avd —~¢ AT E< B< 
21 ..$14.13 $22.16 $26.89 $40.00 $16.84 $18.86 
22 .. 14.46 22.54 27.34 40.07 17.33 19.49 
23 .. 14.80 22.92 27.80 40.14 17.85 20.15 
24 .. 15.16 23.33 28.28 40.22 18.40 20.86 
25 .. 15.54 23.74 28.78 40.30 18.98 21.62 
26 .. 15.94 24.18 29.30 40.39 19.60 22.43 
27 .. 16.36 24.63 29.84 40.49 20.26 23.29 
28 .. 16.80 25.10 30.40 40.59 20.97 24.22 
29 .. 17.27 25.59 30.98 40.70 21.71 25.21 
30 .. 17.76 26.10 31.58 40.82 22.51 26.52 
31 .. 18.28 26.63 32.21 40.95 23.36 27.63 
32 .. 18.82 27.18 32.86 41.10 24.28 28.82 
33 19.40 27.76 33.53 41.25 25.25 30.10 
34 20.01 28.36 34.23 41.42 26.30 31.49 
35 20.66 28.98 34.96 41.61 27.43 33.00 
36 21.35 29.64 35.73 41.82 28.65 34.64 
37 22.07 30.33 36.52 42.05 29.97 36.43 
38 22.84 31.05 37.34 42.30 31.59 38.38 
39 23.65 31.80 38.20 42.59 33.06 40.53 
1" 24.52 32.59 39.10 42.90 34.66 42.90 
11 25.54 33.52 40.13 43.35 36.49 
{2 26.62 34.50 41.21 43.84 38.48 
‘ 27.76 35.53 42.34 44.38 40.64 
14 28.97 36.60 43.52 44.96 43.01 
! 30.25 37.74 44.74 45.60 45.60 
16 31.61 38.93 46.03 46.30 
17 33.06 40.19 47.38 47.07 
18 34.60 41.52 48.78 47.92 
49 $6.23 42.93 50.26 48.85 
Hn 37.97 44.42 51.81 49.86 
1 39.81 50.97 


5 .. 48.48 53.37 60.84 56.60 
SR .. 51.02 55.53 62.96 58.36 
57 .. BS.72 57.84 65.21 60.29 
SS .. 56.64 6O.R2 67.60 62.41 
9 .. 59.75 62.98 70.15 64.72 
60 .. 683.09 65.84 72.87 67.24 


John Hancock Mutual 


The John Hancock is now offering dis- 





ability and double indemnity clauses both 
to be included in a newly 
policy to age 60. Policies which contain 


these clauses are limited to $25,000, al- 
though ‘age 60 policies without these 


clauses will be written up to the $175,000 


maximum, the company’s limit, of which 
the company retains $100,000. This is a 
marked change in policy on the part of 
the John Hancock, which hitherto has 
never granted disability and double in- 
demnity on any of its term insurance 
Philadelphia Life 

The Philadelphia Life announces the 
issuance of a new low rate non-particl- 
pating term policy. It will include 


double indemnity and total disability. A 
complete revision of all contracts of the 
Philadelphia Life is now under way. 





LOCAL ASSOCIATIONS 








LANGMUIR AT LOS ANGELES 


Agency Superintendent of the New 
York Life Gives Address to the 
Life Underwriters 


LOS ANGELES, April 7.—Approxi- 
mately 250 members of the Life Under- 
writers’ Association of Los Angeles at- 
tended the April meeting. 

President Chas. E. Bent presided and 
Frederick R. Feitshans, president of the 





issued term | 


Loard of trust commissioners of Los | 
Angeles, delivered an address on “The 
New Department of Trust of the City 


of Los Angeles,” in which attention was 


directed to the opportunity that is pre- | 


sented for the writing of life insurance 
in connection with trust bequests 


Langmuir Gave Talk 


This was followed by the introduction 
of Chas. H. Langmuir, superintendent 
of agencies of the New York Life and 
formerly for several years agency super- 
visor of the Los Angeles branch. The 
subject of his address was “Straight 
Line Methods of Selling Life Insur- 
ance,” and the subject was admirably 
covered, emphasis being placed on the 
simplicity of the process rather than its 


complexity. In handling the details Mr 
Langmuir gave one of the clearest and 
most effective expositions of the topic 
that has ever been presented 
Appeal to Human Nature 

His talk was illustrated with a num 
ber of stories covering various points 
and he also used the case method in ex 


plaining the interview with the prospect. 


“The straightest line method,” said Mr 
Langmuir in concluding his talk, “in 
selling life insurance, is clearly the ap- 
peal to human nature.” Continuing, he 
said, “Frank Crane expressed this as 
follows: 

“Cheer in your manner, face and 


speech sells moré goods than your ar- 
guments and samples, Mr. Salesman 
People don’t want advice, they don’t 
want to be good, they don’t want to be 
convinced they are wrong, they don’t 
want to be improved (speaking of what 
they want, not of what they need) they 
don’t want information. They want to 
feel good. 

“Therefore, 
heart.” Learn by 
sympathy to please 
them feel good. Be 
their honest advisers 


cultivate an ‘educated 

thoughtfulness and 
people t 
their true frie: 
and you will find 

















Cheaper than Government Insurance 


The New $5,000 Special 


Issued by 


THE COLUMBUS MUTUAL LIFE 


INSURANCE COMPANY 








Has recently been put on the market. A new policy on which 
the rates are made very low as a special inducement to men desiring 
to purchase insurance in good sized amounts for protection primarily. 

The policy is on the good, old Ordinary Life form. 

It participates in the UNUSUAL DIVIDEND EARNINGS of 
the Company. It contains every modern feature and practically no 
restrictions. OUR AGENTS ARE GETTING BUSINESS where 
they could not get a “look in” formerly. 


SPECIMEN RATES—$10,000 Insurance 


DL 10.06 ce paGeaes tbUSdetaseaoneeuneead 20 30 40 

I aioli sabweventebed $144.20 $183.90 $251.50 
Pe. . o. cccnegeenesaneeee 28.30 31.70 34.30 
a a onan s ween giaeeneaned 115.90 152.20 217.20 


Up to age 41, with dividends accumulated, the cash available at 
the end of 20 years more than equals the premiums paid. 


All our policies have been improved and liberalized. A new divi- 
dend schedule still further reduces the cost of our insurance. Liberal 
Child’s Endowments make it possible to insure from age one week up. 


The Golden Rule Agent’s Contract is known the country over. 


Uniform Contracts — Vested Renewals — Automatic Promotion 


Our Proposition Is Ful] of Interesting Features 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Sec'y. 














We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 








Contract 





Paid Policyholders since organization. . 
WANTS—General Agente end Manages in 17 states 


THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


.Five Million 


or commissions and expense 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, IIl. 
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that you are traveling on the straight | local physicians will assist the life 


Your Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 


business. Sell this contract: 
Any natural death.............06+ $5,000 
Any accidental death ............ 10,000 
Certain accidental deaths........ 15,000 


Accident Benefits $50 per WEEK. 
(Non-cancellable) 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


[| ll 
DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, nev 1 
never hasty—always forward to accomplishment.” , on 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


, The record and progress of The Mutual Life have been distinctive, and the notable 

ges and dev ts now | its history in meeting the requirements of in- 
qrepees demand and a quickening growth are evolved from almost a century of experience 
an success. 

Policy contracts completely revised in 1925. New contracts attractive in 
phrased in every-day language “easy to read,” easy to understand 
contain all the old provisions justified by experience and all the new warranted by science 
and by the knowledge of experience. Improved Disability Double Indemnity Benefits— 
under new provisions. 

Salary uction (allotment) Plan of insurance now written by the Company. 

Children’s Insurance now written on standard forms, ages 10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A majority of policy loans granted locally at Managing Agency Offices. 

he Company writes all standard forms of insurance. Same terms to men and women. 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 

accord with the new spirit and new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - New York City, New York 


Inquire! 














appearance, 
and to construe. They 


line to success in selling life insurance. 


re. 
DEBATE EXAMINATION PLAN 


Lincoln Life Underwriters Discuss De- 
sirability of Board to Pass on 
Applicants for Licenses 


LINCOLN, NEB., April 8—A snappy 
debate was staged at the April meeting 
of the Lincoln Life Underwriters, on 
“Resolved, That an applicant for a 
license to solicit life insurance in Ne- 
braska be required to appear before a 
board of qualified life underwriters and 
satisfactorily establish his knowledge of 
the life insurance profession, theoret- 
ically, practically and ethically, before a 


license to solicit life insurance be is- 
sued.” 

Ralph Anderson, Chester S. Dobbs 
and E, A. Frerichs supported the af- 


firmative, and Fred C. Williams, E. L. 
Potter and C. R. Bigelow the negative. 





President Edmiston decided that the 
negative had won, 
The affirmative insisted that a man | 


selling life insurance owes it to himself 
and those he sells to fit himself for his 
profession; that a higher standard of 
agents’ competency means a_ higher 
standard of the profession, a larger and 
wider sale of insurance, 
of lapsations and the fattening of re- 
newal accounts; that it affords fair com- 
petition and the elimination 
who interfere with sales and lessen vol- 
ume through their lack of knowledge. 
The negative proposed as an alterna- 
tive that compulsory training be re- 
quired, and-that before a board is asked 
to pass on licensing an applicant the 
latter be obliged, as in the case of law, 
medicine and dentistry, to inform him- 
self so that he may be tested intelli- 
gently. It was argued that correct 
knowledge of the theory of selling life 
insurance is no guarantee of an agent’s 
honesty or integrity; that the problem of 
eliminating undesirables is primarily that 
of the general agent: that it would take 
so much time to examine 4,000 appli- 
cants that the board members would be 
able to do nothing else; and that the 
board plan is unworkable; that a man 
would know nothing practical about life 
insurance until he had first had a chance 
to sell some; and that the unfit among 
the agency force eliminate themselves. 
Saginaw, Mich.—The Saginaw associa- 
tion has offered its services to World 
war veterans of the vicinity in reinstat- 
ing their government life insurance poli- 
cies, most of which have been allowed to 
lapse. As a result of practically unani- 
mous agreement by the association mem- 
bership to assist in the work in order 
not only to aid the veterans but to give 
life insurance as an institution a boost 
certain hours each week will be devoted 
to free reinstatement service. Three 


the lessening | 


of those | 





ae MH 
Des Moines—Every life insurance 
policy, no matter how small, has a dis. 
tinct social as well as economic value. 
and creates a ripple of good results that 
can be felt by the future generations, 
Dr. Charles J. Rockwell, noted life jin. 
surance educator, who is conducting a 
nine weeks’ life insurance school here, 
told members of the Des Moines associa. 
tion at their April meeting. More than 
100, the largest attendance of the year, 
heard Mr. Rockwell's address. 
Speaking on “The Need for An Exten- 
sion of Life Insurance,” Dr. Rockwell 
pointed out that life insurance is now 
making itself useful in a thousand phases 
of living and business. The life under- 
writer must delve into inheritance taxes, 
business arrangements, guardianships, 
administrationships, trust agreements, 
banking and legal questions, to make 
life insurance do the thousand things 
such protection can do. 
President Bernard Nowack announced 


» | agents in helping the former service men 


that Frank L. Jones, National associa- 
tion president, will be the speaker 
April 24. 

* 


Oklahoma—Homer Jamison, newly ap- 
pointed agency manager for the Equita- 
ble Life of New York, and Judge Thomas 
Owen will speak at the April meeting 
of the Oklahoma association at Okla- 
homa City Saturday. The latter will dis- 
cuss the correlation of trust companies 
and insurance companies. He is trust 
officer of the American Trust Company. 

es 2 S 


Cleveland, 0.—Clarence M. Hollis, Chi- 
cago manager of the George H. Beach 
Company, insurance brokers, will be the 
speaker at the April meeting of the 
Cleveland association. “Sales Plans That 
Have Worked for Me” is the title of Mr. 
Hollis’ address. 

x * * 

La Crosse, Wis.—At the last meeting 
of the La Crosse association a resolution 
was unanimously passed by the members 
pledging the support of the La Crosse 
life underwriters to the war risk bureau 
in urging all veterans of the world war, 
who have lapsed their policies, to renew 
and continue their government life in- 
surance. 


* * *® 

Columbus, O.—Henry G. Wischmeyer, 
general agent of the John Hancock at 
Cleveland, was the speaker at fhe 
monthly meeting this week of the 
Columbus association. His subject was 


‘Requirements of the Life Underwriter 
Today.” 
x ok Ox 

Kansas City, Mo.—The Kansas City as- 
sociation has employed an executive sec- 
retary, D. A. Nugent, 500 New England 
Life building. Mr. Nugent will take care 
of all arrangements for meetings, ac- 
counts of the club and clerical work. 
The next meeting of the association will 
be April 19. Dr. Charles J. Rockwell will 


be the speaker. 





x* * * 
Wheeling—Dean S. S. Huebner of the 
University of Pennsylvania will address 
a meeting of the Wheeling association 


on April 16. His address will be “How 
Life Insurance Touches the General 
Public. 
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GAINS IN 1925 


Insurance in force.................... 35% 
A i Ra 14% 
Surplus to Policyholders................. 21% 
EE cee, a caenes fucctenevren soe 50% 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 






































NEWS OF THE PRUDENTIAL 


Number of Appointments to the Posi- 
tion of Assistant Superintendent 
Have Been Announced 
The rapid growth of Division 
the Prudential has caused the creation 
of several additional large districts, two 
of which have become operative from 
the Brooklyn city territory. This has 
necessitated the appointment of two new 
superintendents. William J. Ellis, as- 
sistant superintendent of Brooklyn No. 
12, and Henry Mehlman, assistant super- 
intendent of Brooklyn No. 7, were se- 
lected and promoted to the positions. 
So long had the Harrisburg No. 1 dis- 
trict held first place in Division E in 
the issue of monthly income policies 
that it comes as something of a surprise 
that they are now trailing Superintend- 
ent George P. Kunkelmann’s Pittsburgh 
No. 3 district. 
The assistant superintendent who has 
a greater number of monthly income 


policies to his credit than any other in | 





| Pa. 


’ | sis superi ney. 
“B” of | istant superintendenc)y 


the division is a Harrisburg No. 1 man, 
Ira W. Rider. 

Harry J. Strokman is appointed to an 
assistant superintendency at Lebanon, 
He has spent his entire Prudential 
career in Lebanon and its vicinity. ; 

George E. Graham, of the Toronto No 
2 district, has been promoted to an as- 
He entered the 
Prudential service as an agent in the 
Toronto No. 2 district Feb. 15, 1919 

Frederick O. Stibben has been 
moted to assistant superintendent in thé 
Winnipeg district. He first entered the 
Prudential service as an agent in the 
same district in April, 1925. 

Owing to the increased volume of 
business in the Detroit No. 2 district the 
service of an additional assistant super- 
intendent was needed. Recognition was 
given Agent William O. Libbey of that 
district and he wa sadvanced to that 
position. 

Although Agent Harry G. Franklin 
has been with the Prudential but a few 
years his achievements earned for him 
promotion to assistant superintendent !P 


pro- 


Milwaukee No. 3 district. 





Continued demonstrations of his ability 
(CONTINUED ON PAGE 28) 
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dt Wands Welker Ueed a Disect 


H 


paizn to break the world’s record for 
writing the largest number of insurance 
applications in one month was explained 
in a recent issue of “Printers’ Ink.” Last 
November he smashed all previous rec- 
ords by writing 717 applications within 
a month and he did it by means of three 
short letters. 


Decided on Direct 
Mail Campaign 


First of all, Mr. Van de Walker made 
a study of his assets which consisted of 
the following: (1) personal acquaintance 
with about 10,000 men, fully one-fifth of 
whom were known by their first names; 
(2) 
Michigan 
(3) a well known insurance company 
behind him, and (4) an attractive non- 
medical policy. [ 
sets led Mr. Van de Walker to decide 
on a direct-mail campaign in the form 


OW 


Mail Campaign Successfully in Setting 
Record for Applications in One Month 


Hugh E. Van de Walker, 
agent of the Peoria Life at Ypsil- 


anti, Mich., used a direct-mail cam- | selected. 


sent out his first letter to these 


application blank. Two 





returned properly signed. 
letter: 


Letter Sent to List 
of His Friends 


“Dear (Fred): 


ing sky.” 
bition. 
popularity throughout 
the surrounding states; 


extreme 
and 


= 


His study of these as- 
—564 to be exact. 
“This is the month, November. 











of an appeal from one friend to another. 
Of the 10,000 names only 3,094 were 
On Nov. 3 Mr. Van de Walker 


addressed as “Dear Frank,” “Dear Bill,” 
etc., asking them to help along the cause 
by signing and sending back the enclosed 
hundred and 
eighty-one of them, or 9 percent, were 
This was the 


“Tt must be this wonderful autumn 
air—‘“flames in the forehead of the morn- 
Something has fired my am- 
I am out to break an existing | 
world’s record, and you can help me do | 


t. 

“The fact is that I want to write more 
insurance applications in one month than 
any mortal man has ever written before 


| erating in Michigan. 


oria Life is my company, 11th in volume 
of business among the 74 companies op- 
My policy requires 
no medical examination and is available 


| in units from $1,000 up to $3,000 maxi- 


men 








Pe- 


mum, with or without disability clause. 

“Your application, in any amount at 
all, is what will push me over the top. 
You can send me a check later on, when 
I deliver the policy. 

“Now you have the whole story, and 
a world’s record hangs in the balance. 
Do I win?” 

After the first returns 
names were cut to 1,300. Then eight of 
Mr. Van de Walker’s most influential 
friends undertook to divide these names 
between themselves and sent the follow- 


were in, the 





ing letter to their fraternal or business | 


associates on their personal stationery 
and over their personal signatures: 


Friends Sent Letters 
Over Their Signatures 


“Dear (Fred), 

“As you know, our good friend Hugh 
Van de Walker of Ypsilanti is trying to 
break the world’s record for the greatest 
number of insurance applications writ- 
ten in a single month. This is the 
month, November. 

“I don’t know of any one more deserv- 


| get this world’s record for him. 


a lot for (Rotary, etc.). 
generously of his time and effort. 
well within our power to help 
achieve his life’s ambition, 

“I carry a policy with Van myself, 
and consider it one of the best I have. 
The policy he wants to interest you in, 
$1,000 to $3,000 without medical exam- 
ination, is undeniably a good investment. 

“Very likely you have already sent 
him your application. If you have not, 
may I suggest that you hunt up the 
blank which accompanied his letter, sign 
it, and get it to him very soon? Nov. 
30 is closing day. The amount can be 
decided later, if you like, and you need 
pay no money until Van delivers the 
policy. 

“Let’s push him over the top. 


He has given 
It is 
him 


Let’s 
I’m do- 
ing what I can; now it’s up to you, And 
| know you will come through!” 

An additional 105 applications were 
received, The list of names was then 
carefully checked and cut to 535, each 
of whom was sent a second and last 
follow-up letter signed by Mr. Van de 
Walker 
“Dear (Fred): 

“It must be that you were out when 


| my first letter called on you. 


| break an existing 


“I explained that I was trying to 














GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book: illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 
BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 
































be friendly with the 


FRANKFORT 











CONTENTMENT 


Contentment in an insurance connection is the biggest 


force contributing to full speed ahead. 
tionless, happy understanding between Home Office and 
field men, contentment reigns supreme among our men and 
successful, happy agents are the result. 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


tunities in Indiana, Illinois, Ohio, Michigan 
ennessee, Arkansas, Iowa, if 





3ecause of a fric- 


It will pay you to 


INDIANA 


California and Texas 











THE NATION AL 


UNDERWRITER 


April 9, 1995 




















ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








iee N. La Salle Se. 
Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


2% South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Asen. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








T. J. _ eCOM 
SELOR AT LAW 
_ CONSULTING ACTUARY 


Law of Insurance a 








ARRETT N. COATES 
CONSULTING 
ACTUARY 


& Pine Street - - San Francisco 








E L. MARSHALL 
e 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
St. Louis 








L A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








OHN E. HIGDON 
ACTUARY 
424 Argyle Bldg., Kansas City, Mo, 




















Do your fellow agent a 
good turn—get him 
acquainted with The 
National Underwriter, 
the real insurance news- 


to sell more insurance Paaltiaaiioee, 3 in 
one month than have ever been sold be- 
fore. 

“Your application will help me. In 
fact, I need it if I am to crash through 
a winner. 

“It isn’t as though I were asking 
something for nothing. A non-medical 
examination policy with the Peoria Life, 
in units of $1,000 up to $3,000, is a darn 
good investment! Just look over the 
rates which are enclosed, together with 
the application blank. 

“Thank you a lot. You needn’t send 
any money until I deliver the policy.” 


Did a Little 
Personal Solicitation 


Then Mr. Van de Walker made tele- 
phone calls, sent telegrams and did some 
personal solicitation. Before the end of 
the month he had written 331 more ap- 
plications or 61 percent of the final 535 
names. 

When the results were tabulated, it 
was found that 717 applications had been 
written in the month—a new world’s 
record. The new business secured to- 
talled $1,370,250 and $48,162 in cash to 
cover the first annual premiums. 


Acquisition Cost 
Found Very Low 


The whole cost of the campaign 
amounted to $607.53. This included all 
items, stationery, postage, addressing, 
extra stenographic and clerical help, ap- 
plication blanks, telephone calls, tele- 
grams, etc. An analysis of these figures 
reveals the astonishing facts that: 84.7 
cents represented the cost per applica- 
tion secured; 44.3 cents represented the 
cost per $1,000 of insurance; $2,255.44 
in new business was returned for every 
dollar invested; 
on the investment, 
deducted, amounted to more than 
percent. 


after all costs were 
7,800 
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(CONTINUED FROM PAGE 26) 
and loyalty earned for Agent Herbert P. 
Kolhmann of Racine, Wis., promotion to 
assistant superintendent in that terri- 
tory. 

Assistant Superintendent Earl Ben- 
nett, after building a very favorable 
record in the Newburgh, N. Y., district 
during the past seven years, has been 
transferred to the Gloucester detached 
office of the- Salem, Mass., office. 

John A. Sloane of the Boston No. 1 
office has again been promoted to assist- 
ant superintendent in that district. 

Agent Carl A. Niesner of the Holyoke 
district has been transferred to the Lynn, 
Mass., district. 

Agent Patrick W. Ducey of Holyoke, 
after making a good record during his 
short stay at the point, has been trans- 
ferred to the Pittsfield district in the 
same capacity. 

Edward A. Roberts ts promoted from 
an agency in York, Pa., to an assistane 
superintendency in the newly formed 
Darby, Pa., district. 

The following have recently been pro- 
moted to. assistant superintendents in 
the districts named: F. D. Runyan of 
Niagara Falls, S. A. Vara of Buffalo No. 
2, and P. G. Rizzo of Rochester No. 1. 

Due to the growth of the business in 
the Warren, Ohio, district, it was neces- 
sary to appoint an additional assistant 
superintendent. Agent Glenn R. Berry 
was selected to assume this position. 

To Agent John A. Crowley of the 
Ravenna staff, detached of the Warren, 
Ohio., district, goes the honor of leading 
Division “F” in industrial for the first 
quarter of this year. His service with 
the company dates from Oct. 5, 1925. 

A superintendency known as Jersey 
City No. 2 is established. This com- 
prises a portion of the Jersey City dis- 
trict and is designated as Jersey City 
No. 1, also a larger part of the Green- 
ville section of the municipality of Jer- 
sey City which had been operated from 
the Bayonne, N. J., district. Arthur F. 
Williams, former assistant superintend- 
ent in the Jersey City district, has been 
appointed to take charge of the new su- 
perintendency. He began as an agent 
in Jersey City in July, 1905, and later 
was promoted to assistant superin- 
tendent. 











Charles W. Martin, agent at Hoboken, 





the net premium return | 





N. J., has been advanced to the position 
of assistant superintendent in that dis- 
trict. 

Harry W. Holland, agent in the New 
York No. 10 district, has been promoted 
to the position of assistant superin- 
tendent. 

Andrew A. Machera, appointed agent 
in the New York No. 10 district on De- 
cember 24, 1923, has been advanced to 
the position of assistant superintendent 
in his present location. 

Luther H. Filkins, appointed agent in 
the Newburgh, N. Y., district, October 
19, 1925, has been promoted to the posi- 
tion of assistant superintendent in his 
present location. 


Public Savings Changes 
Recent changes in the field by the 
Public Savings are: 

Superintendent Cc. E. McCulloch, 
Kokomo, is transferred to Indianapolis 
East. Superintendent V. V. Rutter, In- 
dinapolis South, is transferred to Indian- 
apolis East. Superintendent J. Corwin, 
Franklin, Ind., is transferred to the 
newly-created superintendency -in In- 
dianapolis North. Agent H. M. Fisher is 
promoted to superintendent at Franklin, 
Ind. Agent J. P. Wilson of Lexington, 
Ky., is promoted to the newly-created 
superintendency in Louisville East. 
Agent R. S. Dowell is promoted to the 
newly-created superintendency in Louis- 
ville West. Superintendent T. J. Joyce, 
Akron, Ohio, is transferred to Marion, 


Ohio. Agent A. W. Cory of Akron, 
Ohio, is promoted to superintendent. 


Western & Southern News 


Cc. J. Richter, formerly home office in- 
spector of Division “F”’ of the Western & 
Southern, has been appointed superintend- 
ent of St. Louis-North. A. J. Gallagher, 
formerly assistant superintendent at 
Pittsburgh-East, has been appointed super- 
intendent at Oil City, Pa. 


John Hancock Changes 


The following have been promoted from 
the rank of agents of the John Hancock 
to assistant superintendents in the dis- 
tricts of their service: 

Frank R. Garner, St. Louis No. 1; Isa- 
dore Raden, Minneapolis; Jules Zemel, 
Orange, N. J.; Kenneth E. Davis, Des 
Moines; Charles E. Wilson, Davenport 
(Clinton detached); Linus J. Schlacter, 
Flint, Mich. 

William Rose is promoted from agent 
at Brooklyn 3 to an assistancy at 
Newark, N. J. 

Assistants transferred are: Adam Hart, 
from Orange, N. J., to Newark, N. J.; 
Samuel Traum, from Hoboken, N. J., to 
Philadelphia 1. 

Other changes are: James W. Hill, 
from assistant cashier at Detroit No. 1 
to cashier at Detroit 5; Stephen M. Vizer, 
from cashier at Detroit 5 to cashier at 
Detroit 2. 


Had an Excellent Month 


In celebration of the long connection 
of Charles W. Halfhill of Mercer, O., 
with the Ohio State Life, of which he is 
a director, the Lima agency of the com- 
pany, under the management of O. N. 
Young, wrote $294,750 of new insur- 
ance in March, going over its goal of 
$250,000. Mr. Halfhill himself wrote 
$133,000 of this amount. The Ohio State 
Life reports that the insurance written 
in March this year was the greatest of 
any March since the company was 
formed. In commemoration of the Half- 
hill anniversary a district meeting was 
held at Lima among those present being 
Superintendent W. S. Boyenton, super- 
intendent of agencies of the Ohio State 
Lafe, and H. C. Fetch, the actuary of 
the company. 


————— 











FOR LIFE 
with 
THE PHILADELPHIA LIFE 


As we approach our 
20th Anniversary, it 
is interesting to note 
that Agency Contracts 
made in the early days 
of the Company are 
still in force and the 
agents holding them 
still producing a 
Steady valume of 
business. 


If you are seeking a 
connection FOR LIFE 
where associations are 


happy. 
LET US KNOW 


AGENCY DEPARTMENT 
PHILADELPHIA LIFE INS. CO. 
111N.BroadSt. Phila., Pa 











MR. AGENT 


Doyou care for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 

D. E. MacMILLAN, 
Supervisor of Agents, 
3640 Washington Ave., 

St. Louis, Mo. 











PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











supervisor, 


qualifies. 
All applications confidential. 





Salaried Supervisor Wanted 


An old line company of the central west 


The man wanted is under age 30, he has had life insurance experience, 
and will travel from the Home Office, employing his time exclusively in 
appointing, training, and working with agents. 

Salary and all traveling expenses will be paid to the applicant who 


Address R-86 
Care The National Underwriter 


requires the services of a 











